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March and April—Better Business 


EAD with care the pages of telegrams from retail 
shoe merchants on following pages. We asked 
merchants all over the country for not only the 

trend of color, pattern and material but also for their 
expectancy of business. 

There is no particular reason why these representative 
merchants should try to kid the rest of us as to the pros- 
pects of business in March and April—so what they 
say on coming business strikes a real note of optimism. 
Here’s what we asked them: 


“In order to prepare a national guide of assts- 
tance to merchants all over the country we woud 
like to get your opinion on what will sell up to 
Easter in colors, materials, heels and patterns—how 
much more business do you expect in March over 
February and in April over March.” 


The majority of merchants expect to grade up sell- 
ing in the month of March at least 25 per cent and 
the selling in April at least 40 per cent above the 
March figures. That’s really encouraging news. 

Maybe there are some fundamental reasons why the 
shoe trade can look at these two months a little more 
optimistically than other industries. 

Spring is the natural shoe replenishing period of the 
year. A hard winter makes obligatory new shoes in 
spring time. Easter coming late—April 20— makes the 
spring buying period late. The longer spring season 
records of this year are put up against the figures of 
last year when Easter came in March. 

The human foot is so constituted that it needs a change 
of footwear in springtime—so that the orthopedic end 
of the business gets a natural stimulation at that time. 

The very sunny days in early March have helped 
dispel winter and to make people footwear conscious. 

We could go on giving reasons but they are pretty 
well understood by. everybody selling shoes. 

In thinking in terms of numbers of pairs sold and say- 


ing nothing about price, because that is indeed a differ- 
ent story, we can all look for a better March and a much 


better April at retail. Such encouragement is indeed 
needed. 

We know of no industry that goes further into the 
dumps when it has a soft spot at selling and making, than 
shoes. We might also say that we know of no industry 
that recovers its good temper more speedily. There are 
some industries that have gone price-crazy, throwing 
quality out the window and rushing headlong into the 
basement. Not so shoes! There is more to a shoe than 
just cost price at the factory plus lean store overhead 
and a scant profit. There is a service element in shoes 
that does not exist in any other article of wearing apparel. 
It is this service—plus proper construction that makes 
it impossible for all shoes to rush into the bottom strata 


of price. 


N industry may give more for the value but there 

is an irreducible minimum in a well-balanced shoe— 
not only in its ingredients but in its selling costs. When 
a customer takes an hour for a fitting, somebody must 
pay for the time spent. If the sale is made over the 
counter, in a jiffy, the margin of gross mark-up may be 
shortened. 

Two appeals are very much in evidence today. First 

price, and second—cost of the shoe plus service. The 
time has come for many stores to face the fact whether 
its business is to be done on price or is its main selling 
objective—service. 

This does not necessarily mean high-priced shoes— 
because there are hundreds of thousands of good shoes, 
well-balanced in materials and ingredients that sell at 
comparatively low prices. There is a balance of quality 
for all prices. 

The real point to consider is the amount of margin 
between the cost of the shoe and its selling price and 


what the store gives to justify that margin 












































































Healthy Business at Retail 
Merchants Telegraph “Better Buying” 
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HERE are two periods in the style year: One, of style prediction, when 

everybody in the trade has a common salutation—“What’s new?” This 

period is one of anticipation and of study of shoes in the making. Then 
follows a second period when style becomes actual—is bought in thousands of 
pairs and is ready for customer acceptance. 

We are right up to the second period now—and in this issue we are giving the 
opinions of a group of shoe men, scattered through the country. To make their 
opinions more timely they were requested by telegraph and the return wires are 
just as they came to us—hot from the ticker. 

It would be a comparatively simple thing for us to make a chart showing what 
merchants expect will be in demand between now and Easter, but really it is much 
better for the reader to analyze for himself the trend of color, the pattern and of 
business from the opinions gathered close to their own district. This survey also 
keys to the colors and types of shoes that might be needed from in-stock between 


now and Easter. 
* * * *k * 


“We believe that black kid will continue in the lead, with water snake second. 
There is some demand for suntan and brown shades, with interest in blues and 
greens. The narrow type heels with longer vamps, step-in and regent pumps have 
call, with high riding strap effects second. 

“Business is showing increases over year ago. We look forward to good in- 
creases in March and April.” 

ScHOENMAN & MANNHEIMER’S, 
St. Paul, Minn. 
. + ££ €& @ 

“The most popular colors are black, beige-clair, blue and green and the materials, 
kid, reptiles, etc. Heels are usually 14/8 LXV first, 16/8 LXV second, 16/8 
leather Cuban third in straps, pumps, ties. 

“Expect a twenty-five per cent increase in March and thirty per cent increase in 
April.” 

S. Bassett & Sons, 

Lexington, Ky. 
* * * * x 

“We expect to sell more mat kid than anything else. Beige and sand will be 
the most popular shades and we believe pumps will predominate, with light, airy 
one-straps next. 17/8 inch heels are in demand first, then Junior Louis and slender 
Cuban heels. 

“With favorable weather, March should double February. We expect fifty per 
cent more business in April than in March.” 

Hus SHoe Store, 
Flint, Mich. 
* * * * x 

“Up to Easter we expect to do business on materials about as follows: beige 
shades of kid, watersnake, black kid, patent, satin, woven leathers, white linen for 
dyeing, white buck with tan or black trim, white kid, pastel kid shades of green, 
pink, blue, yellow. Toes will no doubt be medium and heels 16/8 to 20/8. 

“March should be fifty to seventy per cent better than February, and April per- 
haps a little better than March.” 

VoLtK BroTHERS CoMPANY, 
Dallas, Tex. 
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What Will Sell Best? 


In Colors, Types and Materials 
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“Indications point to sharp demand for snakes. Blue, green, beige are good 
colors, with black kid going strong. Most calls for pumps, ties, straps. Heels are 
about fifty-fifty. 

“With favorable weather, March should increase twenty-five per cent over 
February, and April about forty per cent over March.” 

Rosinson SHOE CoMPANY, 
Kansas City, Mo. 


sees & @ 


“The warm days in February brought calls for beige and suntan. Both shades 
will be good through April. Look for blacks to be strong. Heels are slightly 
lower. 

Business in March depends entirely on weather. We expect to reach last year’s 
April figures in March and last year’s March figures in April.” 

WESCHLER’S, 
Erie, Pa. 





* * * * * 


“In this territory medium and dark brown have shown no life and the leading 
material in demand is black kid with patent second and reptiles third. Greens, 
blues and purples are selling well in the medium to lighter shades, with green 
leading. The best selling patterns are: Opera pumps, high riding one straps with 
closed and open shanks. There is a big demand for Louis heels, 20/8 to 24/8, 
with tendency toward higher Cuban heels. 

“Our January business is ahead of last year’s, with February more than double. 
Our March and April business usually is twenty-five to forty per cent greater than 
February.” 





S. W. NAPIER, 
Omaha, Neb. 


* * xk * * 


“Our guess regarding business trend is that April will be the first month that 
we can expect any appreciable gain over last year. This year’s retail volume depends 
on four factors: restoration of confidence, resumption of activity in basic indus- 
tries, increasing prices for agricultural products and the weather up to Easter. 
Black shoes predominate, favoring very light beige and white for later, with 
sprinkling of green and blue. Materials are kid and linens, followed by Java 
lizard and water snake. Patterns are about as before. Pump styles predominate 
but favor more open shanks. Punched oxfords also selling well.” 

Marcus B. Rice, 
Famous-Barr Co., 
St. Louis, Mo. 


. = 6s & @ 


“Our popular materials are beige, snake, dull kid in the order named. Demand 
for tan and suntan kid is strong. Heels are generally fifty per cent 16/8 to 20/8, 
forty per cent box heels 13/8 to 15/8 and ten per cent low heels, 8/8 to 10/8. 
Popular styles are step-ins, straps, pumps and oxfords.” 

PuHetps SHOE CoMPANY, 
Shreveport, La. 
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Accepted Styles to Satisfy All 


A Season of Diversified Materials 
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“The best selling materials are, first, mat kid; second, colored kid family in fol- 
lowing order: brown, light beige, blue, green; third, reptile family—water snake, 
python, natural lizards; fourth, patents; fifth—black fabrics in moire, crepe and 
satin. Popular patterns are pumps, oxfords, straps and the heels usually run 16/8 
box, 20/8 Spanish. 

“We anticipate thirty per cent more business for March than February, and ten 
per cent more for April than March.” 

I, ARTHUR CLARK, 
Cuas. E. Stevens Co., 
Chicago, Ill. 

* * * *k * 

“February sales were good. Best selling colors in March will be, for sports, 
white with brown, white with black and white with navy, in buckskin, calf trim, 
etc. For daytime and afternoon, light beige, white, embroidered crepes, pastels 
in fabrics, in kid, linen, crepe. For evening, shoes dyed to match gown, in moire 
and crepe. Heels are 19/8 and 16/8 and the patterns, strap and pumps.” 

BurpiINEs SHOE DEPARTMENT, 
Miamu, Fla. 
t+ * * * x 

“We anticipate selling up to Easter colored kids in following proportions: 40 
per cent light, 5 per cent medium, 20 per cent white kid, 20 per cent black kid, 15 
per cent satins, 10 per cent patents, 5 per cent miscellaneous. As for heels, the 
proportion is 45 per cent high heels, 55 per cent medium and styles are selling: 
65 per cent strap and 35 per cent pumps. 

“March should be forty per cent over February; April 20 per cent over March.” 

GOLDEN’s Boorery, 
Jacksonville, Fla. 
> ee «@ 

“Blond reptile and kid, black kid, green and blue are the principal materials. 
We are selling pumps, step-ins, straps and ties. 

“We anticipate a satisfactory March and April business.” 

Wms. Haun & Co., 
Washington, D. C. 
* * * * * 

“We expect to sell materials in the order named up to Easter: black kid, brown 
kid, blue kid, beige water snake, black and white Java lizard, beige python, green 
kid. Patterns called for are operas, oxfords and straps with fifty per cent high 
heels and fifty per cent low heels. 

“We expect March business to be thirty-five per cent over February; April about 
the same as March.” 

FRANK WERNER Co., 
San Francisco, Cal. 
* * * * > 

‘Believe black mode, beige, Hampton green and almora will sell in order named. 
Kid is the outstanding material, with reptiles (principally water snake and simu- 
lated effects) following. Heels are inclined to be slightly higher than fall. Pump 
effects are outstanding in all types of shoes. 

“We expect a 20 per cent increase in March and 75 per cent in April.” 

HoruHeEIMeEr’s, INC., 
Norfolk, Va. 
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Eager to Buy Smarter Shoes 
To Blend With Costume Modes 
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““ 


Parchment kid, dark green kid, navy blue kid, pastel shades, selling in order 
named. High heels strong, due to the long dress mode. Linen shoes are becoming 
very popular. Combinations are very good for sportswear. 
“We look forward tu good April business because of late Easter.” 
Ike KeMPNER & Bros., 
Little Rock, Ark. 
‘nee 8 @ 


“Reptiles are popular—beige, water snake in solid and combinations, all-over 
brown and natural python, genuine black and white Java lizard. Also kid in bottle 
and light green, grotto blue, camellia, ambrosia, beach tan. For formal wear, 
black moire and white (for dyeing purposes) are popular. Patterns are the usual 
three eyelet ties in tip and fox effects; pumps in strap effects, center buckles, 
blucher oxfords with moccasin front and three loop Wales ties in welts. Heels— 
tor turns, are 15-20/8; for welts, 11/8 to 14/8. 

“Ten per cent increase in March over February and fifteen per cent for April 
over March is expected.” 

BENDHEIM Bros., INc., 


Wilmington, Del. 
x * * * x 





“Up to Easter men’s shoes will sell sixty per cent blacks, balance medium 
browns and two-color tans, like elk with brown or creme and tan—some black and 
creme. There is a continued call for interwoven vamps. This gives an oppor- 
tunity for combinations. Blucher oxfords made over medium toes still predomi 
nate. Wing tips are very good and getting better. 

“Lateness of Easter is conducive to increased volume during both March and 
April as compared with last year.” 

RaLtpu P. Levey, Manager, 
M. Pokorny & Sons, LTp., 
New Orleans, La. 


* * * * x 


“There is a call for Louis heels, 17/8 to 19/8. The popular materials are pic 
crust kid, black kid and patent, in the order named. The patterns are: pumps and 
pump effects, also straps. Lasts are more pointed. Cuban heels, 15/8 lead. 

“Expect about fifty per cent more business in March than February, and twenty 
per cent increase in April over March.” 

Hines Suoe Store, 
Winston-Salem, N. C. 
* * * * * 


“We expect from now until Easter, for our section, that parchments will be 
first, black kid second, reptiles third, black satin fourth. Popular patterns are pump 
types first, straps second, ties third. Believe sport types will have a good call 
More high heels this year than ordinarily, due to new skirt length 

“March sales will exceed February by fifty per cent and April sales will exceed 
March by fifty per cent.” 

H. S. MILter, 
Birmingham, Ala. 
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Buy—and REBUY—Those 


How a Washington store makes money by using the manufact- 
urers in-stock service to buy 50% of its shoes 























advantage of factory in-stock resources. Robert Berberich’s 
Sons, Inc., has been a Washington, D. C., institution for 
years, with a second and third generation now in charge. In- 
cidentally, young Robert has junior 
male Berberichs’ of his own, who will 
= venue —— eventually take their places in the 


‘ik: is the story of how a successful shoe store takes full 














business. 
3 [rofis frafuafra)vs|ie fia irehie [ola Te 
For several years this store has 
occupied three floors in a first-class 
downtown location. The women’s 
popular priced and children’s shoes 
are carried downstairs, men’s on the 
street floor, and women’s shoes at 
$10.00 and up on the light and spa- 
cious second 

floor. 


/ On the sub- 
ject of in-stock 

shoes and why 

this store finds 


‘g it to its advan- 
tage to buy 
fully 50 per 

cent of its 


shoes from 
stock, the head 


a of the house, 





\. stock nof/47 Last 37 











Above: Individual 
stock record card 
used in the Berber- 
ich store in Wash- 
ington, D. C., that 
shows at a glance 
the history of each 
number in stock. 
Right: Work sheet 
used in Berberich 
store to show how 
sales are distributed 
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By 
HARRY R. TERHUNE 


Field Editor, BOOT and SHOE RECORDER 


Joseph A. Berberich, is quoted in effect as follows: 
“There is one real big secret for making money in the 
It lies in the knowledge of what 
shoes may safely be bought over and over again. We 


all know what it costs to put a new line on the shelves 


retailing of shoes. 


and then never re-size that line. 

“To make money, it is necessary to buy again and buy 
over the same shoe repeatedly. There is a certain per- 
centage of shoes in every store’s stock upon which it is 
possible and practical continuously to re-buy. 

“Tf a shoe merchant’s stock comprises a fair propor- 
tion of numbers on which he can replenish the shoes as 
they are sold, he is in 2 good way to realize a fair return 
on his investment. The few cents more charged for 
in-stock goods and the trouble of frequently reordering 
are more than offset by the returns of complete lines on 
the shelves. The salesman will always turn to the line 
of shoes in which he is always sure of finding all fittings. 

“Go into any bankrupt stock and what do you find? 
Just a lot of odds and ends. A store full of shoes in the 
right proportion of sizes and the right styles can’t help 
but be a money maker with any kind of directing ability 
behind it. 

“In the old days we could make money by buying 
shoes at $2.00 and selling them at $2.50, as we expe- 
rienced no considerable loss from the style changes. 
Today, changing styles, played too fast, have been the 


means of wrecking many a shoeman. Factory in-stock 





departments are also guilty of the error of changing a 
good shoe a bit here and there, thus putting the skids 
under it too soon. 

“The shoe business is a pretty one if too many changes 
are not rung in on it. ‘Sweeteners’ are necessary, but 
they must be merchandised properly so as not to produce 
undue losses that might arise by being stuck with bad 
sizes and styles. Buy few lines, plenty of good selling 
sizes and just enough sweeteners is all it amounts to 
anyway. 

“Tt is a difficult task to maintain the proper proportion 
of sizes without depending on good stock departments. 
Take this department right here.” (We were on the 
second floor.) ‘We will sell 500 pairs of 6A to one 
pair of 2%4C, so we will have hundreds of 6A’s but 
mighty few 21C’s. 

“Taking the store as a whole, a good 50 per cent of 
all the shoes sold come from seven in-stock depart- 
ments. Furthermore, due to a greater range of in-stock 
goods carried, it is anticipated that 1930 will see this 
proportion materially increased.” 

OMPARATIVELY very effective 
system is kept by young Robert Berberich. 
first work sheet he uses a regular yellow form ruled 
paper, 12 x 20 inches, which can be bought in any sta- 
The heads he finds best adapted for his 


simple, yet 
For his 


tionery store. 
second floor are herein reproduced. 

Each sales slip is entered in its numerical order in the 
left-hand column, then under its proper heads, on this 
This gives a true picture of how the sales 
Note that there are two divisions, 
This reveals the im- 


day sheet. 
money is distributed. 


“stock shoes” and “other makes.” 
[TURN TO PAGE 78, PLEASE] 
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Open a New Store Every Morning! 


ANG! Pep! Go! Snap! Vim! Energy! Enthusi- 
asm! 

Communicate that spirit to your clerks and customers 

Keep newness and freshness in your notices and ad- 
vertising. 

Put the life of a new store into your window displays. 

Keep your stock of good size and up to the minute. 

Remember the guts and get-there that went into your 
opening ? 

You were proud and happy in the new venture. 

You were going to put the business over in jig time. 

The people in the town were going to sit up and 
notice you. 

You would sell the best at honest prices and build 
your trade. 

You were a cheerful cuss every morning. 

You had a joke or a new story for the clerks when 
you came in. 

They echoed your feelings to the customers. 

All things went with a boom when you opened the 
new store. 

Do it again. 

Do it every morning. 

Keep the same old location. 

And 

Open a New Store Every Morning! 


a he i 


Man’s Sport Summer Ahead 


BUYER of volume shoes writes: “Last year sport 
footwear sold in greater volume than ever before. 

It seriously affected our tan shoe business. At present 
we are buying about 60 per cent blacks, 25 per cent 


sports and 15 per cent tans. We have found it almos 
necessary to force tans to move them at all.” 

There, in a few words, is the outstanding proble: 
in the men’s shoe business this season. The next si 
weeks will show the trend in men’s footwear. Happily 
there is an increased interest in tans and browns i1 
men’s clothing. The ensemble idea of brown, plus th 
fact that so many men tan well and naturally take t 
tan and brown shades of dress, indicates an ensembl 
note in the merchandising of all of his attire, plus shoes 

The time to sell tans is right now, right up to Easter 
In all probability, sport footwear will open right afte: 
Easter because on the calendar of sport, there are mor« 
great events scheduled this year than ever before—th: 


international yacht races, the international polo matches, 


the great tennis and golf tournaments and a thousand 
and one reasons for getting outdoors in smart clothes 
and footwear this summer. Make no mistake about it. 
This will be one great sports year and the preliminary 
testing of style up to Easter is very important to de 
termine the great sport selling season that opens right 
after Easter. 

We are now collecting percentages of colors in men’s 
suits for the summer season, as an index of what to buy 
to harmonize color scheme in men’s dress. Last year 
it was all right to wear summer sports footwear in black 
and white—let the rest of the suit colors go where they 
might. This year, the ensemble idea has really hit 
home. The majority of men are mighty color con- 
scious. <A discord in color in men’s attire never meant 
very much heretofore but now it is really important 

Push tans for all you are worth up to Easter and 
right through the summer for every tan pair displaces 
a black shoe of winter weight and character. Then look 
for a sport demand and an extra pair profit. 
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Solving Unemployment—Temporarily 


HE agitation over unemployment has been most 
uncomfortable, particularly in cities. It has been 
made the basis for Communist riots. 

We, in this country, are unaccustomed to long spells 
of unemployment for millions of people. 

Recently, an English shoe merchant visited us and 
told of some of the conditions in England where boys 
leaving school at the age of fourteen and now at the 
age of twenty-one, were without ever having had steady, 
productive work of any sort. The spirit was willing 
but the jobs were not there. 

Fortunately, in America, in a year of fifty-two weeks, 
there is work for the majority of people a large por- 
tion of that time. The tragedy of unemployment has 
been acute for several weeks in America but it is only 
so with a small slice of the workers. The majority of 
workers are gainfully employed and will continue to be 
so. If the Department of Labor gives out figures that 
there are three million unemployed, it may be necessary 
to subtract 50 per cent of that total for the simple 
reason that about 1,500,000 workers are always between 
obs or unemployed because of the desire for leisure 
time. 


There is a lack of eco- 





two hundred men with shovels in cleaning up ugly spots 
in cities and towns and even backyards. But it takes 
some sort of organization, with intelligence, to sort the 
jobs out for men needing work. There certainly is no 
machinery for odd-job labor and the man himself is 
too helpless to go out and solicit an odd job. He wants 
work that is organized and where he fits into the habits 
of a lifetime and that again is the rub. 

The experience of most of the workers does not apply 
to the peculiar conditions of today. Their hands are 
trained to the needle, to the machine and to the throttle. 
They are not mentally organized to adjust themselves 
to any job as long as it brings in money. 

Most of the unemployment agitation in big cities is 
caused by drifters, idlers and the semi-criminal. These 
men form the crude powder of disorder when the 
match is applicd by the Communists. 

But there are better days just ahead. The opening 
of springtime has made possible more outdoor work. 
A dollar can be made if a man will but turn his hand 
to something other than what habit has trained him to 
do. 

Empty hands and idle minds get dangerous when 
there is an empty stomach in the combination. It is 

for every business man to 
lend his aid to solving the 








nomic balance and a lack of 
individual adjustment of 
employment. In cities we 
find thousands of men who 
want to do one job or one 


sort of a job and will not 


of that line and yet re- 
munerative. A giant steam 
shovel may do the work of 
two hundred laborers but 
there is work to be had for 




















—Good News— 


“I earnestly assure you that it is a 
pleasure to be on your subscription 
take work that might be out list. The valuable information gath- 
ered through the Recorder is of such 
value that anyone identified with our 
industry who is not a subscriber is 
only depriving himself of information 
that he needs and 
not only feel that I am a subscriber 
but part of your organization.” 


JOSEPH KALISKY, Vice-President, 
National Shoe Travelers 
Association. 


* 


The friendship and co-operation that 
has been expressed by Joseph Kalisky 
these many years with the Recorver and 
its work is one of the bonds of fellow- 
ship that makes this perhaps the most 
intimate industry of all. 
most satisfying testimonials of friend- 
ship that we have is with the traveling 
shoe salesmen for they, like us, bring 
ideas from store to store to help increase 
the sale and appreciation of shoes. 


Sut tT 


problem of unemployment 
Wages 


of some sort for most any 


in his community 


kind or work are the first re 
quirement. Then later, the 
readjustment of the worker 
to a new job or back to his 
old experienced job when 
business gets better in his 
line. Unemployment hurts 
all business: work makes 


should have. I 
prosperity. 











* 


One of the 






~ Eee 


President. 
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MEN’S SHOES <<< 








Men’s Co-operative Broadcast Can 
Be Heard Over These Stations: 


WCAO 
WNAC 
WMAQ 
WKRC 
WHK 
WGHP 
WABC 
WCAU 
WEAN 
KMOX 
WFBL 
WFBM 
WHEC 
WISN 
Wwcco 


Baltimore, Md. 
Boston, Mass. 
Chicago, III. 
Cincinnati, Ohio 
Cleveland, Ohio 
Detroit, Mich. 

New York City, N. Y 
Philadelphia, Pa. 
Providence, R. I. 

St. Louis, Mo. 
Syracuse, N. Y. 
Indianapolis, Ind. 
Rochester, N. Y. 
Milwaukee, Wis. 
Minneapolis, Minn. 
New Orleans, La. WDSU 
Dallas, Texas KRLD 
Denver, Colo. KLZ 
Los Angeles, Calif. KHJ 
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The Shoe Flier, Wednesday, March 19, 1930, 7:45 
to 8:00 p. m. 
Cue: (COLUMBIA BROADCASTING SYSTEM) 
30 Seconds 


(Train effect—Bong-bong-woo-woo-chug-chug, etc.) 

(Humming—Shoe Fly.) 

(Fade out as announcer speaks.) 

Ladies and gentlemen, The Shoe Flier is now passing 
your home, headed cross country so that all may know 
—Shoes “Mark the Man.” Aboard are Midnight Mose 
and the Singing Porters—gathered together in one of 
the cars to shine the passengers’ shoes—and incidentally 
to have a little” fun. 


1: DIGGA DIGGA DO 
Quartet 

Midnight Mose: Doggon if you fellers ain’t at it 
once mo’. If you was as good at workin’ as you is at 
loafin’, one o’ y’all ’ud be sufficient potah fer dis whole 
train. 

(Train: Whistle in distance: Sound of clicking of rails) 

Pull my freight ef we ain’t highballin’ tonight. How 
come you boys ain’t tendin’ to you devious duties. Ain’t 
yuh got nothin’ to do? 

J. J. Voice: Naw suh, we all made up and snug down 
fer d’evenin’. We thought we all git down here in 
d’head caw an’ ah thought you might git dat ukylaly out. 

All: (Voices of agreement.) 

Mose: Well dat ain’t sich a bad idear. 
who we got on bode tonight, gemmen ? 


An’ guess 


on the AIR 


aH me & 


OLLOWING the action of the Board of Directors of the National Sho 
Retailers Association at the national convention, the Men’s Shoe Cam 
paign has been augmented by a division of radio advertising. 

After two months of preparation and a study of the best means fo 
arousing men’s shoe consciousness, the Ways and Means Committee ha 
decided to go on the air every Wednesday night from 7.45 to 8.00 P. M 
The broadcast will be made over the Columbia Broadcasting System and th 
fundamental theme will be aboard a Pullman car with the master of cere 
monies, Midnight Mose, taking the part of the porter. 

This vehicle is said to be perhaps the most natural radio broadcast of any 
now on the air because there is a direct association between the train porte: 
and the shining of shoes. 
association of the idea of the entertainment and the commodity publicized. 

We are giving the entire dialogue of the first broadcast, Wednesday 
March 19, for the purpose of showing shoe men nationally the type of broad 
cast and also as a guide to any merchant writing up his own local broadcast 


So few radio broadcasts lend themelves to thx 


ao & & 


All: (“Who,” etc.) 

Mose: We got no otha dan—wait a minnit—lookit 
dese shoes, does I have to elucidate dat dem shoes be 
longs to class folks. No suh, dem dere is cryin’ out loud 
dat dey belongs to a man who’s done arrived—an’ dat is 
nobody else but Mistah Al Jolson—de man who mad 
“Round About Way to Heaven” famous. Where’s dat 
ukylaly—come yeah, Poke Chop, any o’ you wuk dodgers 
‘member dis one? 

2: ROUND ABOUT WAY TO HEAVEN 
Midnight Mose 

All: (Applause.) 

Mose: Y’ought to be brushin’ up de shoes ’stead a’ 
doin’ singing’. 3ut soon’s I saw dem kicks I 
knowed dey belong to a actuh. "Cause 
actors is in front o’ d’public an’ dey gotta all d’time look 


Yas suh. 
‘Cause why? 


good. 

Biz: (Bell.) 

Mose: Unk—umph—dere go dot bell in lower ten 
again. Dat woman has had fo’teen drinks o’water since 
we lef’ Memphis. All she want is watah—watah. 
(Laugh.) Fo’teen drinks o’water—she might want 
service, but what she needs is de ol’ oaken bucket. You 
boys tune up again. I be back in a minit. 


3: DEM GOLDEN SLIPPERS 
Quartet 
Mose: Here I is. Get’s in at de finish. Well, | 
think I got lowah ten moistened down for d’nite, an’ 
now I gotta spen’ some energy. Say, Ben, go dere in 
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‘em. 
nothi 
done. 
J. 
good 
Wid 
Al 
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Al 


d’main locker and git me out some moh o’ dat cleanah. 
I ‘about run out. While you plays I’m goin’ see kin I 
keep time wid dis rag. 

Voice: Awl rite, Mose. 

Mose: Umph! 
doggon if dis man ain’t gone an mawk “D” 
(Laugh.) Y’know, genmen, you heah a lotta talk about 
dese yer pammists—look in y’hand an’ tell yuh all about 
I don’t hafta look nobody’s pam 


Dey say shoes mawk “D”’ Man, but 
shoes. 


what is in it. 

Mose Continued: Lemme see de feet. D’kin 0’ shoes 
y wearin’—dat’s all. J tell yuh what kin’ o’ man is in 
em. (Train puff—whistle.) 
nothin’ to do? Why don’t you go on an’ git yo’ wuk 


Say, ain’t you boys got 


done. 
J.J. Voice: We cin work any time. We waitin’ fer a 
good night chune from you Mose. ‘bout it? 
Wid duke. 
All: (Yeah. Sho’, etc.) 
Mose: Oh, all rite. 
All: 


How 


Hand it oveh. 

(Conversation to drown strum.) 

4: HEADIN’ SOUTH 
Midnight Mose. 

J. J. Voice: Well, good night, Mose. 

All: (Goodnight, etc.) 

Mose: Goodnite. Goodnite. See yuh in Atlanta. An’ 
min’ yo’ all put de right shoes back under de right berths 
—-understan’? (Laughs.) Well—(Door slam.) Well 

one mo’ sun gone down— an’ wuk still to do. Le’s 
see—I tink I take dis black pair fust. 


Voices: (Humming—Shoe Flier.) (Heard as though 
through a door.) 


Mose: Well, dog bit me if dem lazy scalawags ain’t 
gone in dat nex’ car an’ started tunin’ up. I fix dat 
quick—. 

Door slams. .V oices down. 


(Door opens. Voices up. 


Fade out for closing announcement. ) 


Announcer: And so the Men’s Shoe Campaign 


Special goes on its way. [t is not everybody that has 
the close association with shoes that Midnight Mose has 
—but it is easy enough to find out how to buy shoes 
correctly and wear them correctly. Tan shoes are always 
correct for daytime wear, especially with brown and 
light gray suits, and can also be worn as a contrast with 
the dark grays and blue fabrics. Change to a pair of 
black shoes in the evening. 
and smart to do so. 


It is healthful, hygienic, 
After six o'clock give your day- 
Wear 
plain-toe patent leather oxfords with evening clothes, 
All of these 


shoes are made by the famous Goodyear Welt process 


time shoes a rest. Your feet will appreciate it. 


and sport shoes only with sport clothes. 


and all but the dress oxfords have neat visible eyelets 
to match the color and texture of the shoes. Remember 


that the well-dressed man stands on a foundation of 
correct footwear, and that in every walk of life “Shoes 


Mark the Man.” 
correct style information on men’s shoes or write directly 


Ask your dealer for a booklet giving 


to the Shoes Mark the Man Campaign, care of the station 
to which you are listening. 


Bell. 
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Summer Elegance in Footwear 





Shoe Sophistication Forecast in the Coming Modes 








































































ao mm & 
Use 
Illustrated at the left, from top to bottom: (1) Two- 
toned dyeable ooze pump for occasional wear with ks 
dyed trim relieved by a narrow patent piping; (2) — 
white glazed kid with dyeable crepe trim and Easte 
multi-pastel colored center buckles; (3) white going 
kangaroo sports type with black saddle and heel one W 
and gypsy toe cap perforations in graduated sizes pa rf 
break the sombre effect of the black trim; (4) glace if " 
calf in three-toned effect with cluster and dot per- would 
foration which breaks the sharpness of the color Yot 
blend; (5) unusual sports type in which the sharp- ment 
ness of the forward saddle line is accented by the A ee 
embossed leather Fae 
better 
twice 
a aA &« Wi 
is to 
a goc 
By MADAME HAMILTON JEFFRIES yon 8 
you h 
Fashion Editor, Boot AND SHOE RECORDER big e 
Its s 
and ¢ 
SEASON is arriving of feminine appeal suggestive oi " “ 
1830 fashions. The Bertha neckline of the Empir: oe. 
period, the full and flowing tea frock and the delicate going 
laces for evening forecast a period of feminine elegance. those 
The perfection of detail, the blending of colors and the had 
dresden appearance of the new woman has had its effect on a 
sportswear. Plaided fabrics of the creppella family are very chic on the 
in daytime modes, and the acceptance of black and white and they 
all black in costumes will have a bearing on the popularity of adver 
white and white with color footwear for spectator sports. Tr, 
Heavy and sheer chiffons, marquisettes and georgettes will ae 
bring into the fashion picture a black satin or moire after- 500 1 
noon pump. The deep coffee moire slipper to be worn with the three 
pink lace dinner frock is also important. Bronze kid will be will | 
substituted for fabrics in some cases. 
The influence of the evening softness will translate itself into U 
spectator and town wear. Lines and detail will make custom 
footwear imperative. Cleverly worked out patterns and appro- 
priate contours for the occasion are very essential. Ey 
perso 
T the recent showings of Parisian fabric creations, one on th 
noticed the circular and gored skirts used in semi-sports- nis , 
wear. The importance of the belted waistline and the novel ae 
treatment of sleeves is a new trend which changes the appear- Th 
° ance of the silhouette. This wider and flowing sleeve detail, day \ 
shown in all types of afternoon and evening wear, make gen- ple b 
eral trends in footwear simple yet unusual. Jone 
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SHOE AD-VISOR 


A Page of Ideas for Making Your Ad DIFFERENT from the Other Fellows 
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Use Postal Cards in Your | Keep a Reference File 


Easter Campaign 


f you could cover your entire mail- 
ing list three time between now and 
Easter with a message vou knew was 
going to be read by practically every- 
one who received it would it help your 
And if you knew you could 
send these three messages for no more 
than two ordinary form 
would you do it? 


saiesr 


letters cost 


You can do this by using govern- 
ment postal cards for your mailings and 
these have been found so successful 


that their use is fast increasing! Many 
shoe stores have found they produce 
better results than 
twice as much! 


mailings costing 

With postal cards the best method 
is to advertise for direct results. Use 
a good illustration of some smart stvle 
you have in stock, be very brief in what 
you have to say, and put your price in 
big enough type so it will stand out. 
It's so easy to turn a postal card over 
and glance at it that you can be sure 
practically every card will be read. 

if the shoe you illustrate is a smart 
one, and if the price is “right’’ you're 
going to get some direct response. And 
those who do not respond directly have 
had your name impressed on th 
minds just as effectually as a letter 
could do it. Perhaps they will respond 
to the next card, or the third. Even if 
they don’t you've done a good job of 
advertising your store to them. 


eir 


Try postal card advertising during 
the next month. Send out one card 
each week for three weeks to the best 
500 names on your list, featuring your 
three very best Easter shoe values. It 
will pay you. 


Use the Phone to Get 


Easter Business 


Every one of your salespeople has a 
personal following. Why not cash in 
on this by having each salesman call up 
his regular customers and tell them 
about new Spring shoe styles he thinks 
may interest them? 

There are always hours during the 
day when business is slow and salespeo- 
ple have plenty of time. It must be 








jone tactfully, and not overdone. 
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of Your Ads 


A big scrap book in which you can 
paste your newspaper ads will 
invaluable as a reference file in later 


prove 


Below each ad enter the date, 


years. 
the weather, the direct results on the 
advertised numbers and any other in- 


formation that might be interesting a 
year later. 
If you want to make 


complete, you can even put down what 


your record 
your competitors advertised on the same 
day. live minutes a day will keep such 
a book up to date, and when you refer 
to it the tollowing season, you will have 
a reliable guide. 


Are Your Ads “Talky”’? 


Department store investigation of the 


kind of advertisements women find 
most interesting all indicate that the 
brief, concise ad that tells its story in 
the fewest possible words has the best 


chance of being read. 

Are your advertisements in this class ? 
Or they too “talky’? Look 
last month's ads over with a critical eye. 


are your 





Pumps and Bows 














Change it 
if Gimbele 





Opera Pumps 
Look Best with 








You'll need several 
pairs of pumps this 
feminine season 

{ a patent leather 
one, of course, and 


MESH black suede, black 

BOWS hid or brown kid. 
1.25 

Silver— 

Gunmeral— LOO! 

a FOURTH FLOOR 


easly clipped 
On to pump 


GIMBELS 


33rd & BROADWAY PENn. 5100 








| Do You Check Your 
Advertising ? 


lf you advertise in several newspa- 
pers how do you know which one pro- 
| duces the best results? Do you know 
whether they all justify the expense? 

It's a good thing to test your news- 
paper results at least once a year. One 
way is to advertise the same item in all 
simultaneously low 


papers offering a 


| price on condition that the coupon in 
the ad is brought to the store. You 
| can devise other tests just as efficient 
| with a little thought. The important 
thing is to make some test that will 
show what you are getting for your 


advertising dollars. 


Make Your Advertising 


Distinctive 


merchant 


Che 


afford to use big spacc 


average shoe cannot 
tor his newspa 
per ads. Because of this he has a prob- 
lem to get his ads read. Irequently his 


little 


advertisement hemmed in by 


several larger ones on the same page 
| until it almost seems lost 
But this very h indicap can be turned 
into an advantage by giving your small 
ads some touch of originality that 
makes them stand out. 

First of all—the small ad should 


never be crowded with type. Use plenty 


of white space. Be brief in what vou 


have to say. lhe ad that can be read 


at a glance often gets its message ove! 
where the large ad fails 

\n attractive borde: ed regularly 
is a big advantage, a s an unusual 
name plate of som Some ads 
gain distinction through their illu 
tions, particularly those that employ a 
touch of humor. Or if you o1 me 
one in your store has a gitt lor ca hily 
worded headings, these ma r 1 
what your ads need 

We can't tell vou which of these 
things to do, but we do recommend that 
you study your ads, and compare them 
with other ads in the paper that seem 
to have what movie producers call “it.” 
Sooner or later you will hit on an idea 


that will make vour little ads stand out 
the 
they are surrounded by larger ones. 


an ad 


on newspaper page even though 


It isn’t necessarily the size of 





that makes it command attention 








Paragraphs to Liven Up Your Easter Shoe Advertising 





Choose the RIGHT Shoe for 
Your Easter Costume 


The right shoe will “make” a cos- 
tume. The wrong shoe will just as 
surely mar its effect. Choose your 
Easter footwear after you have chosen 
your gown, and with the same care and 
deliberation. Authentic style informa- 
tion enables us to offer the assured 
footwear modes of the season in a 
variety of styles that makes selection 
of the “right” shoe a simple task. 


It Is Not Bricks or Stones 
That Make a Store 


No, nor shoes either! It’s SER- 
VICE that marks the difference be- 
tween one store and its neighbor. And 
it is on SERVICE that we have 
builded. We do not claim to have all 
the smart styles in footwear. We do 
not claim to have the lowest prices ob- 
tainable anywhere. But we do have the 
smartest footwear ....we do have 
splendid values .... and best of all 
we serve you with competent knowledge 
of foot comfort as well as style. You 
can safely rely on what any—salesman 
tells you. 


Children’s Shoes That 
Just Won’t Wear Out! 


“There aint no sich animal!” as the 
Irishmian once said, but our shoes for 
little folks come as close to it as any 
we ever have seen! Made of extra 
tough, serviceable leather that remains 
comfortably soft and pliable. Built on 
lasts that give proper support to grow- 


ing feet. And they're easy on your 
pocket book! Do they sound good to 
you? They're even better than they 
sound ! 


“I Wonder Where She 
Buys Her Shoes?” 


Did you ever wonder about the smart 
appearance of some friend’s footwear? 
Have you ever thrilled to the knowledge 
that your own footwear was the envy 
of everyone about you? 

It’s all a matter of knowing WHERE 
to buy—and may we suggest that most 
of those smart, distinguished shoes 
you’ve admired lately come from our 
exclusive collection of new Spring 
styles? Come in and we will show you 
the newest slippers for Easter wear. 


There’s Solid Comfort 
in This New Oxford 


What a snappy looking oxford! Yes 
sir, it’s the very newest model for 
Spring, but what’s even more important 
is that it’s the LAST WORD in com- 
fort! It’s all in the way it’s designed 
of course, and without going into the 
technicalities of shoe construction, we 
will assure you that this model is 
RIGHT. You'll see this among the 
dozen newest Spring oxfords we're 
featuring here. 


Men’s Fine Footwear 
for Spring Wear 
The man who is particular about his 
footwear is keenly interested in styles 
such as we are showing today. Fine 





leathers, fine workmanship, and a sim- 





plicity of design that marks every styl 
as being in good taste. Look in ow 
windows next time you're passing by 
and let these good shoes speak fo: 
themselves. 


Easter Slippers with 
a Jaunty Air 

Yes “jaunty” just describes the new 
Spring slipper styles, here awaiting the 
approval of Easter shoppers. No tw 
styles alike, yet all have little distinctive 
touches that make them “different.” T< 
describe them all would take this whole 
page—yet in one detail they’re all alike 
—they’re SMART! 


You Can’t Wear Those 
Old Oxfords Easter Day! 


What! Wear those old oxfords o1 
Easter morning with all the rest oi 
the family decked out in their new 
things? Certainly not! What you want 
is a pair of these smart new oxfords 
to give you that “Well dressed” air! 
Swanky styles in the best leathers—and 
very reasonably priced too. 


Shoe Style Is Not 
a Matter of Price 


If it were, the prices on the new 
Easter footwear here would be far 
more than we’re asking! We don’t be- 
lieve you'll find smarter styles at twice 
our prices. Certainly you'll travel far 
to find such splendid new slippers, ox- 
fords and ties at prices as low. All the 
new leathers and colors—all the new 
1930 style features. See them in our 
windows NOW! 











Little Ideas That Can Produce Big Returns 








Children’s Prize Contest 


Offer a prize to the boy or girl who writes “Children’s 
Shoes for Less at Blanks” the most times on a postal 
card. You will get a lot of entries and a lot of publicity 
out of the contest, for children are great advertisers. 
The cards will make an interesting window, too! Make 
the prize worth while! 


Two-for-One Sale 


Keep this one in mind for the final clean-up at the end 
of your next clearance. Buy one item and get another 
free. No refunds or returns, of course! It brings ’em in! 


Anniversary Sale Stunt 


On the opening day of its 10th Anniversary Sale, an 
Illinois shoe store gave a birthday cake with every pair 


of sale shoes purchased. The stunt was a tremendous 
success—the store ran out of cakes long before the day 
ended and had to issue orders on the local baker for 
cakes. 

Easter Egg Hunt 


An Easter egg hunt on the Saturday morning before 
Easter (for eggs previously hidden around town by you) 
will create a lot of talk if properly advertised. Offer 
a prize for the one finding the most eggs. 


Advertise on Golf Cards 


Golf season is coming. Offer to supply the local club 
with Score Cards for players if they will permit your 
ad on the back of the cards. You will keep your name 
before the local golfers all summer. Change your ad 
on the cards frequently. 
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The Shoe Man's Calendar of Things to Do Next Month 




















1. Tuesday 


Three big weeks till Easter! Plan 
your windows and newspaper advertis- 
ing now for the entire time. And 
don’t be afraid to change your windows 
too often! 


2. Wednesday 

Does every pair of shoes in your 
window have the price plainly marked? 
Don't keep your prices a secret—you'll 
never find the chain stores doing it! 


3. Thursday 

If you’re going to send out a letter 
to your customer list NOW is the 
time! A reprint of your Friday nite 
ad inclosed with it will make it far 
more effective. 


4. Friday 

Wash windows today. Replace all 
soiled signs in store. Plan a BIG ad 
for tonight, featuring STYLE foot- 
wear for Easter. If you can get a 
small ad on men’s footwear on the 
sporting news page tonight, do it! 
5. Saturday 

Give a candy Easter egg or some 
similar novelty to every child purchas- 
ing shoes today. Work over your win- 
dows this morning bringing your best- 
selling Spring styles to the front. See 
that every salesman is familiar with 
last night’s ad. 


7. Monday 

Change all windows today. Get 
plenty of Easter atmosphere into your 
backgrounds, decorations and cards. 
Check reserve stocks to be sure no 
seasonable styles are held back. 


8. Tuesday 

Wash all light globes today and re- 
place those burned out. Run a small 
ad today featuring one or two good 
styles that are selling well. Have you 
ordered bathing footwear? 


9. Wednesday 

Go over stocks and if any styles are 
not selling, reduce prices and use them 
for window specials this week-end. 
Send out a mailing card today featur- 
ing one of your “best sellers.” Give 
the same number a feature showing in 
your windows. 
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10. Thursday 


Is tennis and golf footwear in stock? 
The demand will soon be here. And 
next month will bring plenty of calls 


for children’s canvas footwear too. Be 
ready ! 
11. Friday 

Use half a dozen small ads in to- 


night’s paper instead of one big ad. 
This will enable you to scatter your 
ads all through the paper. Plan several 
good “specials” for tomorrow, and put 
them in the window tonight. 


12. Saturday 


Give every customer today an order 


for half a dozen free “shines” at the 
local shoe shining parlor. You will 


find this a great good will builder. If 
you sell hosiery, give it liberal window 
space today. 





A Four Pair Appeal 











SHOULD HAVE 
THESE FOUR NEW 
VERSIONS OF THE 
CLASSIC OPERA PUMP 


¢ dhersion of thove wor 
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TO COMPLEMENT YOUR ENTIRE SPRING WARDROBE 


a Seks- 34 Street you will find the comect 


version of tha lovely pump lor each of you 
ewes, wits end costs 


























SAKS+34-STREET 


at SROAOWAY 


47 





14. Monday 

Last week before Easter! Change all 
windows today. Give preferred show- 
ings to numbers on stocks which seem 
heavy. Put new cards in the windows 
emphasizing the nearness of Easter. 
Arrange several small displays on cases 
and ledges inside the store, featuring 
the best styles. 


15. Tuesday 

Send out another postal card to your 
list today, advertising one good Easter 
style. For a better effect, tell the 
printer to print the card in purple in- 
stead of black. Run a small ad tonight. 


16. Wednesday 

Run another ad, and a fairly large 
one, tonight. Check stocks again today 
and get the slow moving styles into the 
windows—cut prices a little if you 
think it will speed the turn. 


17. Thursday 

How long since you checked the en- 
tire store for Fire and Accident haz- 
Are the basement and the stock- 
Advertise 


ards. 
room clean and orderly? 


again tonight, featuring “Children’s 
Shoes for Easter.” 
18. Friday 


And tonight of course you'll have a 
BIG ad for the last Saturday before 
Easter! Change the windows too and 
make them the very best SELLING 
windows of the month. Get stock in 
order for a big day tomorrow. 


19. Saturday 

Put in new ledge and case displays 
to help boost sales today. Will you 
need any extra sales help for today? 
Give an extra pair of laces with every 
pair of men’s oxfords today. 


21. Monday 

Change all windows early today, re- 
moving all evidences of Easter. Wom- 
en’s shoes have had the big space re- 
cently—why not give the men’s line a 
good big showing now. And be sure 
and include golf shoes! 
22. Tuesday 

A postcard to members of the local 


golf club telling about the new golf 
[TURN TO PAGE 84, PLEASE] 
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OURISTS passing through Jacksonville, Fla 
marvel at the beautiful store front of Golden’ 
Bootery. It is perhaps one of the most distinc 


tive in the country. Most of the glass was specially 
ordered. 

The front is done in modernistic design, individually 
created for this store. The glass is carved and colore: 
so that an unusual effect is obtained when the window: 
are illuminated. Powerful lights flooding the window 
make a brilliant display. 

One striking feature of this store is that there are i1 
reality five separate shops, all under one roof. Just 2 
inside the left-hand door is a complete men’s depart 





ment, partitioned off by a five-foot shelving. Imme 





diately to the right, through the right-hand door is « 
modern hosiery section, while at the rear of this is a | 
large room, specializing on women’s shoes at $10.0 
and up. The second floor houses the women’s $6.60 
shoes and a modern children’s department. 

George P. Golden is one of the well-known shoemer 
of the South, having been actively connected with the 
Southeastern Shoe Retailers Association. Last year he 
served as president. 
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mT The Quality fF Ive Sportsman 
America’s Smartest $5 Sport Shoe 


One of Nearly Forty 
Fast Selling Styles 


Here is style, value, comfort and National 
Advertising—man, man what a team for fast 
selling and good profits. Full and quarter 
page space in The Saturday Evening Post on 
The Sportsman—then twelve solid months of 
follow up advertising on other styles equally 
as smart. Window display material. Full 
color style booklets. Newspaper electros. 
Direct mail helps. Monthly merchandising 
bulletins. 

























Thirty-three styles in genuine calfskin—four in 
genuine kid—and six in genuine imported Kan- 
garoo. All “in stock” numbers—full range of 
sizes ready to ship. All retail at $5. 


Terms: $3.50—less 4%. 


J. W. CARTER COMPANY 
NASHVILLE - - TENNESSEE 
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WRITE 
or WIRE 


for details on Quality 
Fives . . . America’s 
smartest line of Five 
Dollar shoes. Dealer 
territory being closed 
rapidly. 
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SA y/ Cy FOR THE ELITE 


Leaders 


in the 


Popular 


* 
B; 11C€ 
VERSHOES for everybody! 
() The Goodrich line solves the Ran £e 


merchant’s problem. It is carefully 


















arranged to supply leaders at each 
price level, enabling the merchant 
to meet a widely varied demand with a properly concentrated stock. 
The popular priced models illustrated here have a particular value. 
They enable the merchant to put Goodrich quality and Goodrich style 
within reach of all. They permit popular prices that build good will 


because they offer substantial dollar value. 


The B. F. Goodrich Rubber Co. Established 1870, Akron, Ohio. Pacific 
Goodrich Rubber Co., Los Angeles, California. In Canada: Canadian 
Goodrich Co., Kitchener, Ontario. 


Goodrich 
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(Left) ASURE-FIRE LEADER among popular priced overshoes is the new DEL RIO OXFORD. The 
smart low ankle lines and light weight will make customers of women who never bought Shower 
Boots before. Comes in black, gun metal, dark and medium brown with an attractive finish. 


(Center) THE CO-ED enjoys a well deserved popularity with the younger generation, who like 
its trim yet sturdy build. It is smart, convenient, and inexpensive. Comes in a wide range of 
cotton jersey patterns; mist, bramble brown, swagger tweed, beige, and black. 


(Right) THE BRAMBLE BROWN COTTON JERSEY ZIPPER is a valuable item for trading up to 
medium price levels, because the unusual dollar value of this overshoe will be immediately appre- 
ciated by customers. Comes also in mist, swagger tweed, beige, and black cotton jerseys. 


e 
SHOWER BOOTS 
Z TG, S & FABRICS 
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<SUNBEAM 


AIZE SHOE CO. 
nine AN WKS 


Rochester’s Up and 
IN STOCK Up Line of Chil- 
dren’s Shoes — In- 
crease Your Profits 






























N 4Y 2, with 

it . *“SUNBEAMS” 

AW N E E R : gy Handsome 
° ° ‘ e Variety of 
invites them in § Stchstes 

oF and 
. = Smoothsteps 
Bright spots on busy streets, expressing in ‘4  STITCHSTEPS READY TO SHIP 
late glass and b the invitation that S IN STOCK 

. e gla : er “nw | e er ation h a No. 497—Lite smoke SALESMEN — make 

as swayed millions owe - =seelk;_ lizar anel; heel. : 
, ” weg doneiieas 8 No. eiitetinmaate reptile your expenses selling 
Fifth Avenue —as practical as Main Street — Fi sépanel; .. é SUNBEAMS. Excel- 





invi $1.20 lent commissions. 
Kawneer Store Fronts invite the crowds to 2% 10; Net 30. 


MAIZE SHOE CO., Rochester, N. Y. 


shop where style and quality are assured. 
. There is no better criterion by which to 


be OOO 
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judge a store than its appearance from the 





thousands of merchants, large and small, to 


gain the confidence and patronage of the 
You can always depend on 
the quality of Greeley Bou- 
doirs. They are everyday 
slippers for household wear 
and have leather or rubber 
heels as you prefer. In 
black or colored kid. If 
your jobber cannot sup- 
ply you—write us. 


communities they serve ...On request, The 
Kawneer Company will send any merchant 
valuable information gained through twenty- 


five years of store front experience. 


IN 
STOCK 


36 Pair Cases 


A. W. GREELEY 
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street. Store Fronts by Kawneer have enabled Wt, } j 


Dependable Quality a 


12 Duncan St. - - Haverhill, Mass. Be 








é 
Ae SINT TIITT TITTY 


— may now have ‘CUSTOM- BUILT} KAWNEER nr — to order. The Reluadeve Hotel 


48th Street, West of Broadway, New York City 
Ka awi 1cer TIMES SQUARE’S FINEST HOTEL 


Large single rooms 11.6x20 with bath.$4.00 per day 
STORE FRONTS 


For two.85.00...twin beds.86.00 
ee a ae rr ee ee eae aaa ae ae ae a ae ee ee ° Special weekly rates 


Large double room, twin beds, bath. .86.00 per day 
Manufacturers of The Kawneer Co., 2413 Front St., Niles, Mich. 
Within convenient walking distance to important business centers 


BRONZE “ 

STORE FRONTS, aan ae “waa anata and theatres. ideal transit facilities. 450 rooms, 450 baths 

WINDOWS, DOORS . . Every room an ecutside room—with twe large windews 

o Name - «+ Furnished or unfurnished suites with serving pantrics. 

Subsidiary ONS ee eee e085 te $150 per month . . . Moderately priced restaurant 
Berkeley, Calif. Ee featuring @ posviess outsine. 

me ae ee me ee om oe ee ee ee ee ee 9 9 © 9 oe Illustrated booklet free on request CURTIS A. HALE, Mgr. Dir. 


Recently Completed and the O ding S of the City 
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CONSULT AN ARCHITECT + THE SERVICE !S VALUABLE 
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THERE was a 4.2% increase 
in Sport Shoe production in 
1929. The demand for men’s 
and women’s sport shoes 
promises to be even greater 
during the coming season. 
Snap up the appearance of 
your sport footwear with 
Diamond Brand Visible Fast 
Color Eyelets—they’re both 
decorative and practical. 
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DIAMOND BRAND 
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They See the Toe First 


THE toe of the shoe is always in the 
spotlight. The individuality and distinc- 
tion that Celastic brings to the toe of 
the shoe have won the admiration of 
both maker and wearer. But still more 
important than original appearance — 
the one-piece toe produced through the 
unique fusing qualities of Celastic means 
that the style of the last will be main- 
tained throughout the life of the shoe. 
Celastic — The Quality Box Toe, is now 
universally used for all grades of foot- 
wear, for manufacturers appreciate the 
sales value of a comfortable and smart 
appearing toe. 


ao 


THE QUALITY 
BOX TOE 


U/C 
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Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 


“New Styles in Shop Seating” 


“Gentlemen, I want to compliment you on your book 
‘New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
preciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. 


The “American” Free Service Plan 


“American” engineers and draftsmen are at your service 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking. 
Fill in and mail the coupon today. 


American Seating Gmpany 
1060 Lytton Building Chicago, Illinois 


Branch Officee——New York: R. 601-119 W. 40th St. 
Philadelphia: R. 708-1211 Chestnut St. 
Boston: R. 302-69 Canal St. 
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No. 9015 








American Seating Company 
1060 Lytton Bidg., Chicago, Il. 


Gentlemen: Send me, without obligation, your helpful 32 Page Book, “‘New 
Styles in Shop Seating.” 

Name 

Address 

City.... Shatin State 
Address Persunally to 





















combining THE SHOE RETAILER, March 15, i930 55 








OW-—just when you need shoes the 
most— Dorothy Dodd is prepared to 
give your spot orders the next thing to electric 
service. Orders to the big Dorothy Dodd 
In-Stock Departments at Boston and Atlanta 
will be shipped the day they are received. 
For weeks, we have been piling up big re- 
serves of fresh merchandise in the season’s 
wanted styles, materials and colors at Boston 
and Atlanta. A few typical styles are shown 
here. Many, many more are illustrated in 
the big new Buyer’s Guide recently mailed 
to Dorothy Dodd dealers. 
Remember, buying has been late this sea- 
son. Every one will be calling for Easter 


CORRIDA 
Ivis last — Flexible Sole 
21 Louis heel—Atlanta 
4700C BK—Creme Beige Kid . $4.25 
4760P—Patent . ° ° ° 3.85 





Arch Conformer 
MARRON 


Avalon last — Littleway Process 
16 Block heel— Atlanta 
2910STK—Sun Tan Kid .- é $5.15 
2910DK—Dull Kid . ‘ ‘ 5.15 





, om Late 2. we know it 


is 


footwear at once. Get your orders in now 
and be prepared for the lively Pre-Easter 
business just ahead. 


DOROTHY DODD SHOE CO. + BOSTON 
Sales and Sample Rooms: 
209 South State Street, Chicago 
908-910-912 Marbridge Bldg., N. Y. 





In-Stock 


Centers: 
BOSTON - ATLANTA 





CHICAGO 
Camille last— Flexible sole 
18 Louis Heel— Boston 
4644 BG WS— Genuiue Beige Watersnake 
Creme Beige Kid Quarter . $6.00 
4641DK— Dull Kid, Littleway 





Process ° ° ° ° 5.15 
4641STK—Sun Tan Kid, Littleway 
Process. ° ° ° ° 5.15 
4641B LK— Blue Kid, Littleway 
Process ° ° a 5.15 
TROY 





Gotham last— Flexible sole 
15 Block heel— Boston 
4541NWS—Natural Watersnake, Dull 
Kid Quarter ‘ ° ° $6.00 
4541BG WS—Genuine Beige Water- 
snake, Creme Beige Kid Quarter 6.00 


DOROTHY DODD SHOE COMPANY - BOSTON 
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Arch Conformer 
VIOLET 


Canton last — Littleway Process 
18 Louis heel— Boston 
2835P—Patent . ° 
2835STK—Sun Tan Kid 
2835DK—Dull Kid 
2835C— Black Crepe 


niin fh 
—— 


uvugwvu 





IRENE 


Ivis last — Flexible sole 
21 Louis heel— Boston 


4570P—Patent . . . $3.85 


4570CB K—Creme Beige Kid . 4.25 
4570DK—Dull Kid . . ; 3.85 
MADISON 


Laurel last — Flexible sole 
16 Block heel— Atlanta 


4620C BK—Creme Beige Kid . $4.25 


MAGNOLIA 


Gotham last — Flexible sole 
15 Block heel— Boston 
2955P—Patent . ° ° ° $4.50 
2955STK—Sun Tan Kid . ° 4.65 
2955DK—Dull Kid  . ° - 4.50 
2955B LK— Blue Kid . ° e 4.65 


Arch Conformer 
CASTLE 
Demure last—Superflex Process 
19 Louis heel— Boston 


3070P—Patent . ° . , $6.00 
3070STK—Sun Tan Kid . ‘ 6.00 
3070B LK—Blue Kid . ; , 6.00 











Arch Conformer 
RIVIERA 
Arden last—Superflex Process 
16 Block heel— Boston 
300IDK—Dull Kid . ° ‘ $6.00 
3001ICBK—Creme Beige Kid . 6.00 


BROMLEY 


Stroller last Welt 
13 Block heel— Boston 


4305S TC—Sun Tan Calf, Almora 
Brown Calf Trim ° ° $4.25 


CRESCENT 
Gotham last—Flexible sole 
15 Block heel— Boston 
4633P—Patent . . . ° $3.85 
4633STK—Sun Tan Kid . . 4.25 
4633C F —Gun Metal » . 3.85 





DOROTHY DODD SHOE COMPANY :- 
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Billy Rogers—Shoe Merchant 


By HAROLD WHITEHEAD 


AAA 











ROFESSOR BRINSTEAD read Emery Parker's A ther Extraordinar 
letter for the third time. Then he laid it down and _ Y 
attacked his grape fruit. After he had drunk his Feature 
usual second cup of black coffee, he once more read the 
asia by the author of 
My DEAR BRINSTEAD: 
The information contained in this letter is quite confi- M4 B ll R ” 
dential, as you will realize when you read it. i y oge rs 
The night before last I spent the evening with my 
good friend Jethro Blunt, president of the Fretton Na- 
tional Bank. He told me in confidence that the shoe- The concluding installment in 
man, Morland, is in serious financial difficulty. The rea- Harold Whitehead’s fascinating 
sons for his present condition are about as follows, so serial, “Billy Rogers,” will be pub 
far as can be ascertained at present. lished in the April 5th issue. The 
First of all, his brother-in-law, a thoroughly bad lot dents Bees Dineees alll Gas 
in my estimation, has got away with some cash. How — 4 f g d he 
much is not yet known. But it will probably run well — ore a, eee —_ 
over a thousand dollars. country over testify that it has been ne 
Next, Morland has fallen behind the times in his read with the closest TSE, wet Jun 
methods and is loaded down with dead stock. I am told only by those who, like Billy, are her 
that he has hundreds of pairs of shoes, stored away in an beginners in business, but by many for 
upstairs room, which he has carried on his books at a whose success and standing dem in q 
value far beyond their worth. onstrates that they are familia: «“ 
He used to make money until the chains came to Fret- with every angle of retailing. I sl 
ton. Then he did what so many independents do, he Boot AND SHOE RECORDER’S ex tase 
quit the fight and prated about unfair competition. Then periment of offering “its readers like 
when young Billy Rogers opened and went after busi- merchandising facts in the form of You 
ness so vigorously (even if stupidly at times ) it got fiction has apparently achieved a thin 
under his skin and he began to suffer from a “persecu- b 4 & - cout 
tion complex.” He went crazy, I think, for he started ts Cn ere * " rit ga ; 
to spend money for publicity far beyond any hope of tions of this publication when it a = 
return. ranged for Professor Whitehead’s T 
The man is ‘solvent, but his business is badly shot and story. Because of the tremendous heac 
will go to pot if he stays in it. He is through, if you interest aroused by “Billy Rogers, at lz 
know what I mean. the RecorDER has concluded ar- spol 
But the store still has a good name and a fair fol- rangements with the same writer pe 
lowing. Blunt wants to help Morland to get from under for another series to start next 5 
and also to save the town from having a business failure. ment selfi 
Now, Blunt knows that you want to put some money in Buster annsuncement of this to g 
—— business Le a and he suggests you think Gee alll te male ts oom 7 
over the idea of buyin orland’s and letting the two ante . , suD 
young fellows run : , te stores, under ies’ man- week’s — Ie will be a — a 
agement. innovation in business journalism, as 
different from anything ever before exp 
After breakfast Professor Brinstead telegraphed to published in Boor AND SHoE Re- B 
Emery Parker asking for some idea on the cost of the COSER of any other trade —— Jun 
suggested purchase. Then he wrote to his nephew, Jack, zine. We believe that x will be sd mes 
and asked him to say how he liked the shoe business. ma -" ae oe pe mig 
how he felt about spending his life in Fretton and aie ae pels iii aeeainetiiaien. a ch 
whether or not he and Billy Rogers got along well. fal and dynumic way, 0 message of T 
While this correspondence was going on, Billy was vital importance and practical help- stafi 
having something to think about apart from business. fulness. Ove! 
Boot 
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(Jne early spring evening he went home, to find that 
June had stopped in to give his mother some fruit that 
her mother had “put up” last fall. Of course, she stayed 
for dinner. Before it was over his mother said to June 
in quiet, even tones. 

“Thank your mother for the fruit, won’t you, June? 
| shan’t put up any, myself, this year. Indeed, I would 
like to be in Philadelphia this summer with my sister. 
You know, June, she wants me to live with her. I 
think it would be very nice for both of us. But, of 
course, I can’t think of doing that while William is so 
dependent on me.” 

Then conversation drifted to other things, but Billy’s 
head was in a whirl. He saw what his mother meant— 
at last. On the way home with June that evening Billy 
spoke of the good profit the business was making, and 
then added: “You know, June, you and I mustn’t be 
selfish. We must make it possible for the little mother 
to go to Philadelphia—soon. How about it, wonderful ?” 

“IT always wanted a more romantic proposal, but I 
suppose it’s the best you can do. And perhaps it’s just 
as well for my peace of mind that you are not too 
expert.” 

Billy stopped right there and then and kissed his dear 
June. When he told Mrs. Solent the news, that lady 
merely laughed and said: “You two young people are 
mighty lucky to have such a fine home to live in. It’s 
a charming old place, Billy, isn’t it?” 

The following Tuesday evening Billy and his small 
staff had their usual weekly meeting to “talk things 


over.” It was some time before business was consid- 
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Professor 
Brinstead 
read Emery 
Parker’s 

letter for the 
third time 





ered, for the impending marriage of Billy and June had 
to be discussed, and the young people received the con- 
gratulations of Jack, “Lilacs” and Mallory Hupp, who 


now had started to work full time, having completed his 
high school work at mid-term. 

silly was convinced that his small staff would be able 
to do better work if they were told all about the business 
and given an opportunity to express their views. He 
and Jack had differed on this when Jack had first come 
to work in Fretton. Jack had said: “I don’t think it’s 
good business to tell your help too much. If you do, 
they get to think they are more important than they 
I remember a speaker we had at college—he 
was a chain store chap—he said it was poor policy to 
If you told ’em they were doing 


really are. 


praise men much. 
good work they would either lie down on the job or 
else hit you up for a raise.” 

But Billy was stubborn in his opinion that it was better 
to manage by encouragement and education. The few 
months that Jack had been with Billy had convinced him 
of the suitability of the latter’s method. “But,” he had 
added, “I don’t know how it would work in a big chain 
store drganization, where the management can only 

[TURN TO PAGE 86, PLEASE] 
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SHADES OF BLUE... 


Extremely IMPORTANT J 






Sv Tt ERA 


Bu is sweeping the country. 


It is accepted. Blue in many shades, harmo- 





nizing, of course, for wide and varied use in 






combinations. 


The blue of the sky —AZURE ... the blue 
reflected by deep sea—NAUTICAL... 
Mediterranean blue called RIVIERA . . . and 
that lively blue tint PASTEL. 


All of these have the Vode Color craftsmen 
captured and imprisoned in Vode Kid. You 















PsA. 






will see them in the finest footwear. 
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PASTEL BLUE. 
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Our style sources tell us that it is impossible to exag 
gerate the importance of shades of Blue. So, rather 
than attempt the impossible, we offer without further 


comment" 
COLOR 141— AZURE BLUE 
COLOR 238 — RIVIERA BLUE 
COLOR 39— NAUTICAL BLUE 
COLOR 341—PASTEL BLUE 


2 ALLIED KID 
Omer Gy .Oy > g 


STANDARD KID DIVISION 
209 SOUTH ST., BOSTON 





























BUDDY BOOT 


Top Notch Buddy 
Boot—with the 
“muscles” of tough, 
live rubber —extra 
wear without extra 
weight. 


competitors. 


WE SERVE YOU BETTERTI 


PROTECTIVEDI 


Think over these significant facts, Mr. 
Independent Retailer. In a few words 
—no long story—we show you why 
Top Notch Waterproof Footwear and 
Top Notch Grips meet your needs for 
winning out against your volume 


Call at our Branch nearest you. Talk 
over the Top Notch Protective Distri- 
bution Plan with the Manager. Then 
decide if Top Notch is not the profit- 
able line on which you should concen- 
trate exclusively. 


PRODUCT 


Patented, distinctive features 

Up-to-the-minute styles 

Quality backed by 30-year 
reputation 

A line that includes every- 
thing your customers need 


SAN 
FRANCISCO 


w BRANCH 


MERCHANDISING 
SERVICE 


Ample stocks in well-located 
branches 

Large factory warehouse 

Experienced stock men who 
know how to take care of 
our customers’ requirements 


BEACON FALLS 
RUBBER SHOE CO. 


Makers of Top Notch Rubber and Canvas Rubber Sole Footwear 


BEACON FALLS, CONNECTICUT 
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RTHROUGH OUR 
EDISTRIBUTION PLAN.... 


sehen! 
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ST. LOUIS f FL OCKS — = 
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. oe 
MERCHANDISING PERSONNEL 
POLICY Rubber Footwear Men of © 
. Top Notch goods are sold di- ae carne ie arg 
rect to the retail trade and helping the Independent 
through our Protective Dis- Retailer 
‘ tribution Plan that safe- 
“ guards your profits 
GRIP SURE 
Top Notch Grip Sure 
. 241 Congress St. 426 Second Ave. North ae ee oe ae 
) Boston, Mass. Minneapolis, Minn. trys of muscle 
1714 Washington Ave. 106 Duane St. 
4 St. Louis, Mo. New York, N. Y. 
208 So. Jefferson St. 530 Howard St. 
Chicago, IIl. San Francisco, Cal. 
= RESP AN  2 A  SRCRTNNG ERINOMANESS 
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The TRAVELING 
SHOE SALESMAN 


< < « 


ALESMEN of the M. A. Packard 

_Shoe Co. are on their way or in 
their territories after one of the most 
successful sales conferences in years 
held here recently at which the new 
lines the company has just developed 
were exhibited and explained, and other 
department details were outlined by ex- 
ecutives. After being shown through 
the plant by Vice-President John S. 
Kent, Jr., David A. Childs, sales man- 
ager, presented the sales plan for the 
coming season. Alfred T. Kent, mer- 
chandising director, spoke on “The 
Present Trend in Merchandising,” and 
Dana B. Paul spoke on the policy of 
credits and collections. John J. Feeley 
outlined the advertising campaign. A 
dinner at the home of John S. Kent, 
president, was a feature. 

The salesmen and their territories 
are: “David R. Goodin, special; Char- 
les E. Baird, New England; L. M. 
Busby, Southwest ; Jack Schwartz, New 
York City; Fred V. Jeffrey, Northwest; 
Roy M. Kent, Southern California; 
John J. Hopkins, Philadelphia area; H 
S. Diehl, Southern Atlantic States; 
Frank Kramer, Middle West; H. D. Mc- 
Geary, New England and New York 
States; V. F. Girardey, Central South- 
ern States. 


GALESMEN for Kozy Komfort slip- 
J per lines are already on their ter- 
ritories, and with the business already 
booked on the new lines the 1930 sea- 
son presents a very favorable outlook, 
according to G. B. Mueller. 

Slippers are being shown and fea- 
tured all the year ’round by leading 
stores, and with this in mind, Kozy 
Komfort lines have been built with 
styles and combinations to satisfy 
every slipper requirement. Kozy Mocs 
—service shoes with slipper comfort— 
have been added };.also new lines of ath- 
ne bowling, gym, boxing and tennis 
shoes. 


OHN O. KINDER, well known 

traveling shoe salesman, who for 
some time had represented Chapline & 
Mayer of Milwaukee in the Pennsyl- 
vania territory and who formerly trav- 
eled for Harsh Chapline, also of Mil- 
waukee, died recently. He was a mem- 
ber of the Philadelphia Shoe Travelers 
Association and had many friends, both 
among his fellow travelers and among 
the retail merchants of his territory. 


HE SOUTHWESTERN Shoe Trav- 
* elers Association announces its new 
line-up of officers for the year 1930, the 
election having taken place during the 
recent convention of the Texas-Okla- 
homa Shoe Retailers Association. E. 
H. Moody of San Antonio is the new 
president; L. O. Cobler of Dallas, vice- 
president, and William T. Mitchell of 
San Antonio, secretary-treasurer. Mr. 
Mitchell was reelected. 


J. KABLER 
* now repre- 
sents the Bob 
Smart Shoe Co., 
Milwaukee, in 
northern Illinois 
and southern Wis- 
consin, territory 
which he has pre- 
viously covered for 
Milwaukee - made 
shoes. His early 
experience in the 
retail trade in his 
present home city 
of Beloit gives him 
a thorough appreciation of retail mer- 
chants’ problems and enables him to 
furnish the solution of many a prob- 
lem. Mr. Kabler believes that busi- 
ness conditions in his territory are 
showing steady improvement, and he 
looks forward to a promising season. 
The Bob Smart organization is rep- 
resented in Florida by Frederick H. 
Timson, who makes his home at Win- 
ter Park and covers the “Seminole” 
tate with the aid of a Packard sedan. 
Mr. Timson was recently awarded 
a handsome Gladstone traveling bag 
of genuine walrus hide as the winner 
of a shipment contest in which the 
Bob Smart salesmen participated. 


P. J. Kabler 





EORGE 

WEBRE 
breaks into print 
not for his ability 
in selling shoes but 
for his hospitality 
to the shoe men 
these past twenty- 
eight years. Most 
of the _ traveling 
men remember him 
from being at the 
Grunewald and 
Roosevelt _ hotels, 
but now he steps 
up and _ becomes 
manager of the Jung Hotel in New Or- 
leans—ready to greet and treat visit- 
ing shoe men. 





George Webre 


OHN H. THRASH who has been 

e shoe buyer for the Keely Co., At- 
lanta, for some time is to cover the 
South for the Bona-Allen Shoe Co. He 
will specialize in presenting the line of 
men’s and boy’s dress shoes to the re- 
tail trade. 


EORGE ANDERSON of Brophy 

Bros. of Lynn, started the other 
day on a trip through western cities, 
and just before he started he expressed 
the opinion that the strong run on 
black shoes, which has now been going 
on for weeks, will be followed by a 
brisk demand for white goods. He 
added some colors, and, also, kid shoes 
trimmed with reptile skins, the reptiles 
being of the boa and the python grains. 
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NEWS 
of the ROAD 


APE & ADLER salesmen spent two 

days recently at the factory in 
Columbus and are now on the road with 
a number of new types of Foot Friend 
Welts and light and airy McKays. The 
sales conference was conducted by 
H. N. Lape, president, and Frank R. 
Cahill, managing director. A complete 
plan was presented to increase this 
company’s Foot. Friend business the 
same percentage this year as last year, 
when there was a 30 per cent increase 
in Foot Friend sales. This plan in- 
cludes an enlarged style and designing 
staff. 

The salesmen and territories they 
will cover are as follows: Part of New 
York State and New England, New 
Jersey, J. W. Scott; New York City 
and Philadelphia, Irving Hamberger; 
Pennsylvania, Maryland, Delaware, and 
District of Columbia, Larry O’Connor; 
Virginia, North Carolina, South Caro 
lina, Georgia, and Florida, Paul J 
Lee; Louisiana, Mississippi, Alabama, 
Tennessee, part of Texas, and Arkan- 
sas, A. Ray Jackson; Oklahoma, Arkan- 
sas, and large cities in Texas, J. A 
Spurlock; California, Grover C. Mc- 
Atee; Northwest Territory, Dolph G. 
Hoyt; North and South Dakota, Ne- 
braska, Iowa, and Canada, Ray Glas- 
cock; Kansas, Missouri, New Mexico, 
and Colorado, W. F. Barber; Wiscon- 
sin and Minnesota, Leo Porges; IIli- 
nois and part of Kentucky, Barney 
Coens; Indiana and Michigan, J. C. 
Thomas; Ohio, Kentucky, and West 
Virginia, Phil Miller; large cities, Her- 
bert L. Lape, Jr. 


HE annual meeting of the Buffalo 
Association of Traveling Shoe 
Salesmen was held late in February at 
Gandy’s, 199 Delaware Avenue, in that 
city, the meeting being followed by a 
dinner which was one of the most large- 
ly attended affairs in the history of the 
association. In addition to adopting as 
its slogan “Once a Member, Always a 
Member,” the association cast a unani- 
mous ballot for the following officers 
who will serve during the next year: 
President, Charles S. Craney; first 
vice-president, Charles W. Martin; sec- 
ond vice-president, Victor H. Zorn; 
third vice-president, Norman Anderson ; 
fourth vice-president, Thomas J. Flynn; 
secretary-treasurer, Louis Rubin. The 
office of the secretary is 25 Nicholson 
Avenue, Buffalo. 


ERNON L. MOSS, formerly a mem- 

ber of the firm of Moss-Seamans 
and one of the best known of the 
younger shoemen in the East, has been 
made sales manager of the George A. 
Learned Co. of Newburyport, Mass. In 
addition to his executive duties, Mr. 
Moss will sell the wholesale trade. 
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t This shoe is fitted with an Ankle-Hi Fairy Form, 
y closed top. Price $2.25 a pair. 


r; 

nd 

r; 

° These Ankle Forms 

a, os 

; Invite Sales 

n- 

. bahay a prospective customer 

. sees a shoe treed with an Ankle- 

e- Hi Fairy Form, she sees it just as she 

4 wants it to appear on her foot—with 

.- smooth vamp and narrow counter— 

i- with the individuality of strap and 

xy cut-away portions brought out in flat- 

3t () tering relief. 

os Such an attractive display invites 
sales — promotes good business. 
Dozens of representative stores in all 
parts of the United States and Can- 

lo ada are daily proving the truth of 

ad Adjustable cross- these statements. Ankle-Hi Fairy 

at bar provides for F de i ddlo— 

at differences in orms are made in two models 

a — closed tops at $2.25 a pair; open tops 

e- at $1.75 a pair. They are strong— 


can easily be washed—and will last 
for years. 


Order from your jobber or direct from us. 


st Special heel 
makes it easy to 
insert or remove 
the Fairy Form 


SHOE FORM CO., INC. 
Auburn, New York 


, 
} Licensed Manufacturing Branches: 


Unitep Last Co. 
Montreal, Quebec. 


ExceLt-Farry Form Co. 
East Saugus, Mass. 
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Outside 
Display 
Case No. 
542 





You can’t stand out in front of your 
store all day long holding an article 
of merchandise in your hand, coax- 
ing your public to buy. But you can 
install a Silent Salesman Outside Dis- 
play Case outside your door, fill it 
with your leaders and attract enough 
new business to pay for the case in 
a few months. You can do what 
hundreds of others have done. In- 


vestigate TODAY. 


DETROIT SHOW CASE CO. 


1670 W. Fort Street, Detroit, Michigan 




















IN STOCK 





Are you receiving our 
IN STOCK BULLETIN? 
If not, you should have 
this service. Place your 
order today, and we will 
send you our latest IN 
STOCK BULLETIN 
every week. 














“WISP” 
Special Process 
19/8 Heel 
B-425—Genuine Beige Snake with 


Brown Kid Quarter and Strageieg 
CB VORP occcccccccccccccccces $6. 





“EMELIE” 
Special Process 


B-343—Genuine Beige Snake wi! 
Blond Kid Trim on Saddle....$7.25 





“GLOW” 
Special Process 

19/8 Heel 

B-399—Mat Kid 

Perlustre Trim ......-sseese+: 3 
-408—Sand Kid with Beige Per- 
Bustre FrIM .ncccccccccccccccce . 25 
B-409—Patent 
Metal Patent \. 
B-433—White Kid . $5.25 
B-436—Larkspur Blue Kid ..... $5.25 








“FLARD” 
Special Process 
19/8 Heel 
B-342—Genuine Beige Snake. ..$7.00 


“TALLY” 

Special Preeess 

14/8 Ouden Heel 
B-370—Beige Calf with Beige Liz- 
ard Calf Trim.....cccccccccces $4.75 
8-372—Black Kid Dulled with Black 
in Seal Calf Trim..........-- $4.75 





P 
B-410—Patent Leather Black Grain 
CF WE eenesontnensecesecd $4.75 





“REGENT” 
Spectal Process 
19/8 Heel 


* §B-434—Sand Kid .............. $5.00 
8-352—Lrown Kid ............ 00 
B-170—Imported White Crepe Silk, 
suitable for tinting any color. .$5.00 
B-171—Imported Black Silk Crepe 
B-174—Black Satin .......... $41.35 
B-175—Patent Leather ........ $4.35 
B-176—Black Calf (Lt. Wet.) .$4.35 


Nu Mode Process 


“LEAH” 


Special Process 
19/8 Heol 
B-368—Suntan Kid with Brownstone 
id Saddle, Suntan Kid Stripping, 
Gilt and Brown Ornament..... $5.25 
B-369—Mat Kid with Gun Metal 
Silk Kid Saddle, Mat Kid Strip- 
ping, Nickel and Jet Ornament .$5.35 












“ERNESTA” 
Process 
16/8 Cuban Heel 





“DORY” 


Special Process 
19/8 Heel 


8-373—Gray Ring Lizard Calf $5's5 


Mat Kid Quarter............ 25 


B-374—Beige Snake Calf with Brown- 
stone Kid Quarter............. $5.25 

















“REGENT” 


Ne Mode Process 
19/8 Heel 
B-335—Black Silk Moire...... $5.00 
B-336—White Silk Moire Suit-ab 
fer Timting .cccccccccccccccce $5.25 





“BERNICIA” 

Special Process 

16/8 Oubden Heel 
B-354—Brownstone Kid with Gilt 
and Brown Ornament.......... 
B-355—Dull Black 
and Jet Ornament.............- 


“REGENT” 
Special Presess 
22/8 Hed 
edtum Round T 
B-385—Suntan Kid .......... 00 
B-386—Black Satin ........... 35 


B-388—Black Calf (Lt. Wet.).$4.35 





“VOLTA” 
Special Process 
6/8 Ouden Henri 


1 
—— Kid with Patent Pip- 


oc ccccccccccccccccccccccccs $5.00 


Terms, Net 30 Days 
Twenty-five cents additional fer 
orders of less than three pairs. 





THE MENIHAN COMPANY 


In-Stock Department 


ROCHESTER, N, Y., U. S. A. 





“LARK” 


Special Process 

14/8 Oubdan Heel 
B-356—Beige Calf with Gilt and 
$4.56 





ferns: z 
Fe eae Hine 














| es ere ef sRAYO” 
B-4s2—White Kid 2200222222733 Makers of Menihan Arch-Aid Shoes Special Proves 
B-438—Larkspur Blue Kid’. ..$5.50 See page 63 for additional Menihan Arch-Aid In- 14/8 Cuden Heat 
ste enidiieeieasicataiiaina , Stock Styles 8:376—Belge Ring Lizard Calf. $6.00 
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NATIONAL NEWS 


SATURDAY, MARCH 15, 1930 





EVERY WEEK 








Shoes Play Part 
in Industrial Art 
Week in Boston 


Boston.—The past week in Boston 
developed a remarkable showing of 
Art in Industry. Shoes played a real 
part in the city’s display. On the eve 
of the official week, Dr. Julius Klein, 
Assistant Secretary of Commerce, 
talked over the radio on “Beauty as a 
Business Builder.” Here is what he 
said on shoes: 

“While we are discussing modern art 
influences on the industries that sup- 
ply milady with her apparel, we must 
not fail to mention the interesting case 
of shoes. In the 19th century a wo- 
man’s shoes were something to keep 
her feet off the ground. Now they are 
‘foot millinery.’ They might fitly be 
called ‘confections.’ 

“Our grandmothers wore, for the 
most part, shoes that were sedate and 
designed mainly for ‘service.’ But to- 
day, as every woman knows, the shoe 
has become a work of art—an attain- 
ment made possible, in case of the more 
dainty models, largely by the availabil- 
ity of the automobile to spare her lady- 
ship from much trudging about. 

“Color harmonies are eagerly pur- 
sued in modern footwear, and many 


women regard it as simply indispensa- | 


ble that they shall have a pair of shoes 
to match their every frock. 

“Those colors are getting more and 
more vivid every day. I have before 
me, as I speak, the official ‘Shoe 
Leather Card’ for the spring season of 
the present year. I find 10 colors on 
it and some of the names certainly 
stimulate the imagination of the art- 
lover. Four of them carry us, in fancy, 
straight to southern Europe. There is 
‘Riviera Blue,’ a color richer, even, than 
that of the sea and sky at Nice or 
Cannes, on that famous azure coast. 
There is ‘Venetian Purple’—as sump- 
tuous as the costume of the duke in 
Shakespeare’s ‘Merchant.’ 

“Then I notice ‘prado brown,’ sug- 
gesting the walls of that superb treas- 
ure house, the Prado museum in Ma- 
drid. And from Spain, too, comes this 
name, ‘corride red’—the red of that 
corrida which we know as the bull- 
fight, the red of the flaming cloaks of 
the toreadors and of those dark stains 
on the sands.” 
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Michigan Officers Re-elected 


Prominent Merchants Discuss Retail Problems at Joint Meet- 
ing with Dry Goods Association in Lansing 


LANSING, MicH.—The joint annual 
three-days convention of the Michigan 
Shoe Dealers Association and _ the 
Michigan Retail Dry Goods Associa- 
tion, held in Lansing, Mich., last week, 
was attended by over 400 delegates. 

The conference was staged in the Ho- 
tel Olds in the capital city, which gave 
over considerable space for merchandise 
display booths where products were ar- 
ranged in educational exhibits. 

The highlight of Tuesday afternoon’s 
program was an address by R. L. 
Whaley, commercial agent of the 
United States Department of Com- 
merce, on “The DRepartment’s Aid to 
Business in 1929 and Plans for 1930.” 





January Production Shows 
Gain from December, Loss 
from January, ’29 


Washington, D. C.—The De- 
partment of Commerce statistics 
on production of boots and shoes 
for January, 1930, indicates an 
increase of 16.3 per cent over De- 
cember, 1929, but a decrease of 4 
per cent from January, 1929. 

Total production of boots and 
shoes in January, 1930, according 
to the department’s figures, 
amounted to 26,147,049 pairs as 
compared with 22,475,482 in De- 
cember, 1929, and 27,245,796 in 
January, 1929. 

The total pairage of men’s 
shoes produced in January was 
7,477,520, as compared with 6,- 
331,167 in December and 7,651,- 
843 in January, 1929. 

Women’s shoe production in 
January amounted to 9,667,277 
pairs, as against 7,129,699 in De- 
cember and 9,839,871 in January 
of last year. 

Boys’ and _ youths’, misses’, 
children’s and infants’ shoes all 
showed increases in January 
over December, but diminished 
production as compared with the 
corresponding month in 1929. 
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Wednesday morning’s session was 
marked by an address by Paul Un- 
grodt, secretary-manager of the Ypsi- 
lanti Board of Commerce. 

“Taking the guesswork out of credit 
dealing and putting it on a scientific 
basis can be effected only through the 
use of credit bureaus,” he asserted. 

George E. Martin of Benton Harbor 
presided at the Wednesday noon lunch- 
eon of the Dry Goods men which was 
held in conjunction with the Lansing 
Civic bureau. Harry L. Fogleman of 
Chicago was the principal speaker. At 


the shoe dealers’ luncheon, William 
Pidgeon, Rochester, N. Y., was the 
speaker. 


Trade talks took up the programs of 
both associations throughout the after- 
noon. Besides Mr. Pidgeon, those ap- 
pearing on the program of the shoe 
dealers’ association included Miss Rhea 
Nichols, Boston, Mass., and Stephen 
Jay, Detroit. 

During the shoe dealers’ session all 
officers of the state organization were 
re-elected for another year. They are: 
Elwyn Pond, Flint, president; J. E. 
Wilson, Detroit, vice-president; E. H. 
Davis, Lansing, secretary; Joseph H, 
Burton, Lansing, treasurer; O. R. Jen- 
kins, Detroit, assistant secretary-treas- 
urer. The association voted to hold 
next year’s conference in Detroit. 

The annual joint banquet of the two 
associations was held Wednesday eve- 
ning. James L. Fri, of the National 
Retail Dry Goods Association, and Mr. 
Fogleman were the speakers. Presi- 
dent Fred H. Nissly, of the dry goods 
association, presided and President 
Elwyn Pond, of the shoe dealers, offici- 
ated as toastmaster. 

Stressing the human element in a 
selling program, Mr. Fogleman strong- 
ly advocated training of salesmen and 
saleswomen to enable them better to es- 
tablish the right contact with custo- 
mers. This requisite entails a basic 
knowledge of the product being sold, he 
declared. 

The shoe men completed their con- 
vention with the banquet Wednesday 
evening, while the dry goods delegates 
held their final session Thursday. 











Genuine 
Imported Cut Steel 
Side Clamps 


No. 11924 
Genuine Imported Cut Steel 
Bow Knot Clamp. $1.75 pair. 


Rhinestone Side Clamps 





No, 3210 


Rhinestone and Crystal Side 
Clamp. $7.20 dozen pair. 





LATEST is Watts Cote 
CREATIONS IN SHOE 
ORNAMENTATION 


Center and Side Clamp Ornaments 
Mesh Chain and Metal Coy 


Center Clamps 








No. 3212 
Pearl Colored Side or Center 
Clamp in gun metal, green, blue, 
brown or pearl colors. $3.00 
dozen pairs. 


Rhinestone Side Clamps 





No. 7160 No. 7161 
Silver Mesh Chain Bow Metal Clamp Ornament, 
Clamp. $6.00 dozen pair. nickel, gilt, silver oxidize, 
Also furnished in gilt, gun copper bronze, jet on nickel 
metal and copper at $7.80 or brown on gilt. $1.80 dozen 
dozen pair. pair. 
THE 





REYNOLDS <¢f¥(6> COMPANY 


Providence, Rhode Island No. 3208 
Shoe Ornaments of every description for the oman Side Clamp. $9.00 
Manufacturer, Jobber and Shoe Retailer , 











HRONAD BOX TOES 


Trade-mark 











Product of Adams Mfg. Co., Est. 1829 


Ay 4 fn 


A high-grade turn 
manufactured by 
PINCUS & TOBIAS, INC. 
23 Lexington Ave. 
Brooklyn, N. Y. 


vWvvvv 


The character of the toe is perfectly preserved 
by the use of Ironad Boxes 


DAVIS BOX TOE CO. “nek 

















IRONAD BOX TOE AGENCIES 


CANADA NEW ENGLAND ST. LOUIS CHICAGO CINCINNATI 
McDowell & Lincoln Adams Mfg. Co., Ine. Steis & DeMunsch Co. Howard Irwin Aughinbaugh & Wortman 
362 Notre Dame St., W. 10 High Street 2620 Cherokee St. 208 No. Wells St. 1111 Sycamore St. 
Montreal Boston St. Louis Chicago Cincinnati 
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Tercentenary and Boston Fair 


Historical Celebration to Add Interest to Annual New England 
Trade Gathering to Be Held in July 


BostToN—With the unusual advan- 
tage of a Massachusetts Day Colony 
Tercentenary celebration under way at 
the same time, the Eleventh Annual 
Boston Shoe and Leather Fair, to be 
held in Hotel Statler, Boston, July 7, 
8 and 9, next, is pretty certain to be 
the most successful of the series with 
respect to both number of exhibitors 
and trade visitors. 

The 1930 fair likewise will take on 
a more than ordinary international as- 
pect, and the shoe and leather trades 
of the entire world have been invited to 
come to Boston the week after “The 
Fourth” to inspect the displays of foot- 
wear and accessories in the Statler, and 
to enjoy the various forms of official 
hospitality that are being prepared. 

The fair will open on Monday, July 
7. at 2 o’clock in the afternoon, and 
will continue until Wednesday, July 
9, at 10.30 p.m. The ballroom of the 
Statler and adjoining foyer will, as 
usual, be devoted to booth exhibits by 
the allied trades, and the style revue 
and historical features will be staged 
in the ballroom with the customary 
runway. 

The revue this year is in charge of 
Albert N. Blake, president of Watson 
Shoes, Inc., Stoughton, Mass., recog- 
nized as one of the best authorities on 
footwear style and design in America. 
Mr. Blake will be assisted in carrying 
out the details of the revue by Miss 
Mollie F. Hurley of Brockton, Mass. 
The historical atmosphere of the style 
revue will be in charge of Major 
Charles T. Cahill of the United Shoe 
Machinery Corporation, who again 
serves as chairman of the exhibits com- 
mittee. 

The management is expending a con- 
siderable amount on advertising the 
event, and this important work is again 
fn the hands of Rowland H. Haviland 
of the Stetson Shoe Company, Inc., 
South Weymouth, Mass., assisted by 
Shelton R. Houx of Edwin Clapp & 
Son, Inc., East Weymouth. 

The hospitality program, which this 
year will be carried out on an even 
more elaborate scale than heretofore, 
is in charge of a committee headed by 
Frank M. Bohr of the Munroe Shoe 
Company, Auburn, Me., and Boston. 
The subcommittee in charge of the la- 
dies’ outings will be sponsored by Mrs. 
Charles T. Heald of South Weymouth, 
as honorary chairman, and Miss Helen 
M. Haney, well-known trade writer, as 
executive chairman. Details of the va- 
rious events will be announced later. 

The most important department, 
Registration, will as usual be in the 
hands of a committee of traveling sales- 
men, with Thomas A. Delany, secre- 
tary of the National Shoe Travelers 
Association, Boston, as chairman. 

The special committee to look after 
the matter of room assignments will 
have Herbert T. Drake of the W. L. 
Douglas Shoe Co., Brockton, as its 
chairman. The management has made 
the customary reservations in other 
first-class local hotels for the conveni- 
ence of exhibitors doing business out- 


cordially invited to write to the head- 
quarters of the fair, 166 Essex Street, 
Boston. 

The fair will be under the direct 
supervision of Charles T. Heald of the 
Stetson Shoe Co., Inc., South Wey- 
mouth, president, and Thomas F. An- 
derson of Boston, executive director, 
and the Executive Committee of the 
organization. This committee includes 
Charles Ault of the Ault-Williamson 
Shoe Co., Auburn, Me.; Major Charles 
T. Cahill of the United Shoe Machin- 
ery Corporation, Boston; Paul O. Mac- 
Bride of the Milford Shoe Co., Milford, 
Mass., and Charles C. Hoyt of the Na- 
tional Fabric and Finishing Co., Bos- 
ton. 


Death of William E. Brelsford 


TOPEKA, KAN.—William E. Brelsford, 
56, president of the Payne Shoe Co., 
died recently at his home at 2315 Miller 
Avenue, after an illness of nearly two 
and a half years. 

Mr. Brelsford has been prominent 
in Topeka business for a number of 
years. He was a past president of the 
Topeka Merchants Association, a mem- 
ber of the Chamber of Commerce, past 
exalted ruler of the Elks lodge, first 
president of the Kansas Shoe Retailers 
Association, a member of the Scottish 
Rite bodies, Abdallah Shrine and Si- 
loam lodge No, 225, A. F. and A. M. 
He was president and tre?surer of 
the Payne Shoe Co. and had been with 
that company since coming to Topeka, 
35 years ago. 

He was born June 21, 1874, in Nash- 
ville, Tenn., and came to Kansas with 
his parents a few years later. The 
family settled in Lawrence, where his 
two brothers still reside. 

In 1905 he married Miss Augusta 
L. Simpson of Paola. 

He is survived by his widow and one 
daughter, LaReine Brelsford of the 
home address, and two brothers. 


New Buyers in Carson, Pirie 
Shoe Departments 


CuHiIcaco—F. C. Scholz is the new 
buyer of women’s better grade footwear 
for Carson, Pirie, Scott & Co.’s shoe 
departments at State and Madison 
Street, Chicago. Mr. Scholz has been 
actively identified with shoe selling at 
this big department store for fourteen 
years, having experience in men’s and 
children’s departments as well as the 
women’s. 

J. Murray, former assistant to Tom 
Travers in managing the men’s shoe 
department, has succeeded Mr. Travers 
in that position. Robert Bridges con- 
tinues in charge of the women’s depart- 
ment in the basement. 

Otto G. Adams, for the past seven- 
teen years merchandiser for the vari- 
ous Carson, Pirie shoe sections, and his 
former assistant, George Kelley, as well 
as Mr. Travers, have yet to announce 





side of New England, and these are 
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different sizes 
of Sport or Camp 
Boots in stock today 

















CAMEL ONE 
LOG- of 
CABIN THE 
COFFEE FIVE 
BLACK STYLES 
ELK 
14 inch 8 inch 
$5.70 
Leather \ $4.60 
Sole 2 Gristle 
Sole 


Style 312 





Suitable for Members of the Girl Scouts 
and Camp Fire Girls Organizations 
Genuine Goodyear Welt 


WONDERFUL FITTERS— 
FLEXIBLE OAK SOLES— 
STEEL ARCH 


Sizes Carried in Stock, 5-8 AA, 5-8 A, 
4-8 B, 242-8 C and D—AII Styles 


Terms—5% 10 days—net 30. 
West of the Rocky and East of the Alleg- 
heny Mountains, 5% 20 days—net 40. 


Write for Catalog 
5 STYLES IN STOCK 


THE JUVENILE SHOE CORPORATION 
OF AMERICA 
Aurora Missouri 








IN STOCK 


HIS Hurley Arch Shoe is called 
"Tener because it is one of the 

gems in our $10 line. Hurley skill 
builds this shoe over today’s smartest, 
most exclusive last. Adroitly included 
is the Metatarsal Arch feature, so that 
its comfort equals its style—which is say- 
ing a great deal! 





The “Jewel” is fashioned of kangola, 
that cool, supple leather which retains a 
brilliant polish and wears so well—an 


HURLEY’S ideal featherweight. 


JEWEL He Walks Smartly in Comfort When 


Wearing Hurley Shoes. 


A FEATHER. 
WEIGHT SHOE 
FOR SPRING No. 10547—Biack KANcoLa 


AND SUMMER No. 10446—TaAN KANGOLA 


Made of 
That Famous 














MAY RETAIL AT 


METATARSAL 


ARCH - 
Built Into the 
Innersole 


HURLEY SHOE CO. 


ROCKLAND, MASS. 


Custom Shoemakers Since 1856 
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Boston Shoe Co. Employees Dine 























Louisvilie, Ky.—As a fitting climax to a week’s store style show, a 
dinner was given by John P. Bell to 17 employees of the Boston Shoe 
Co., March 3. In the deep center is Miss Thelma Wippleheimer, who 


not only sells Matrix shoes but models them as well. 


To the left of 


her is J. C. Fedler, Jr., with John P. Bell to the right 





I. Magnin Co. Opens Shoe 
Salon in Seattle 


SEATTLE—Formal opening of a hand- 
some shoe salon on the main floor of 
I. Magnin’s Seattle women’s apparel 
store took place last week. The man- 
agement installed this service to an 
insistent demand for complete shopping 
service, and is now in a position to 
serve its patrons with every costume 
need. 

“Shoes are a necessary part of every 
woman’s wardrobe and are an impor- 
tant factor in the general ensemble,” 
said M. L. Camp, Magnin manager. 

The response of Seattle women, who 
are purchasing shoes to complete their 
new costumes, has been far beyond an- 
ticipation, proving the wisdom of the 
move. 

This newest smart Seattle shoe shop 
is furnished with overstuffed lounges 
and benches, and with the handsome 
walnut paneling of the walls and bril- 
liantly illuminated display cases pre- 
sents the appearance of a fashionable 
lounge. 

I. Miller shoes are carried exclusively 
in a price range of $13.50, $14.50, 
$16.50, $17.50 and up. Stocks are all 
invisible save for the few artistic dis- 
plays carried in the department. 

John Reedy, president of the I. Miller 
corporation on the Coast, was in Seattle 
for the opening. Burton Eastman has 
been transferred from the main I. Mil- 
ler Store at 1521 Fifth Avenue to the 
management of the Magnin Shoe Salon. 

Business in the main I. Miller store 
in Seattle has grown so tremendously 
during its three years here that it has 
become necessary to provide some 
means of expansion. 





Burns Assistant to Pauly 


St. Louis—A. J. Burns, recently with 
the Brown Shoe Company and pre- 
viously with Kaufmann Department 
Stores of Pittsburgh, is now with Stix, 
Baer & Fuller D. G. Co., as assistant 


to A. J. Pauly, buyer of the shoe de- 
partment. 
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Improved Retail Trade 
in St. Louis 


St. Loutis—Improvement in the re- 
tail shoe trade was reported in the 
downtown stores, with department 
stores reporting activity slightly bet- 
ter than a year ago. The volume for 
February was about equal to the 1929 
figures. March is anticipated to be 
a difficult month to surpass in volume, 
as last year Easter fell on the last day 
of March. 





Beauty Judges Beauties 




















































Miss Ruth Burman of Cleveland, 
Miss America for 1929, who served 
as one of the judges in the beauty 
pageant that selected Miss Ken- 
tucky. The Boston Shoe Co. had 
Miss Burman model Matrix shoes 
during her stay in Louisville. This 
feature, played up in half-page ads, 
packed the crowds in the store 
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Made by the 








OHIO LEATHER CO. 


used in the 


MUSEBECK DOUBLE-ARCH 


WEAR STRAIGHT SHOE 





AFFOR CALF 
Leather you can talk 








is a 


about to your customers. 
It is a fine calfskin, tanned 


by a 


special 


process; a 


leather that is pliable and 
It is a leather that 
It gives a new 


mellow. 
breathes. 


sense of shoe comfort; takes 
a beautiful polish and holds 
its original fine finish a long 
time. 






“La Salle” 





017—Tan Kaffor Calf Bal Oxford. .84.60 
018—Black Kaffor Calf Bal Oxford 4.50 








“Wall 


Street” 





033—Tan Kaffor Calf Bal Oxford. .84.60 
034—Black Kaffor Calf Bal Oxford. 4.50 


03—Tan Kaffor Calf Blu. Oxford.. 


4.60 


04—Black Kaffor Calf Blu. Oxford 4.50 


080—Black Kaffor Calf Blu. Oxford $4.50 
085—Tan Kaffor Calf Blu. Oxford. 4.60 


“Combi- 


nation” 









MUSEBECK 
SHOE COMPANY 


DANVILLE, ILLINOIS 



















Rhode Island Retailers Meet 


Fred S. Fenner, President, and Other Officers Re-elected at 
Annual Banquet in Providence 


PROVIDENCE, R. I.—The service which 
the independent retail shoe merchant 
can perform in connection with fitting 
feet properly in cooperating with rec- 
ognized foot specialists in their com- 
munities and the profit to be derived 
were described by Dr. Joseph Lelyveld 
in an address made at the annual ban- 
quet of the Rhode Island Retailers’ As- 
sociation, held here last Wednesday. 

Doctor Lelyveld, clinician-in-chief of 
the Foot Clinics of Boston and active 
in the work being done by the National 
Association of Podiatrists, cited cases 
in which high style shoes and shoes 
with corrective features may be sold 
almost simultaneously. He advised the 
members to familiarize themselves with 
the structure of the foot, with the ills 
to which the foot is heir and with the 
types of shoes and lasts best adapted to 
the relief and prevention of those con- 








Educate Sales Personnel 
Concerning Leather 


New York, N. Y.—The leather in- 
dustry has cooperated with the man- 
agement of three prominent Mid-West- 
ern department stores recently in add- 
ing to the leather knowledge of the sales 
personnel. Educational displays of all 
types of domestic leathers were held 
under the auspices of Tanners’ Council 
of America and American Leather Pro- 
ducers, Inc., at Carson Pirie Scott & 
Company and Mandel Bros. in Chicago 
and J. L. Hudson Company in Detroit. 

Meetings of salespeople from the vari- 
ous departments selling leather mer- 
chandise were held in conjunction with 
the displays, giving them an oppor- 
tunity to view the motion picture, “The 
Story of Leather,” and to ask questions 
which were answered by representa- 
tives of leading leather companies. 
Plans are being made for inspection of 
a modern tannery as a sequel to these 
meetings. 

Especial interest was manifested in 
the literature on leathers, including 
“The Dictionary of Leather Termin- 
ology,” “American Leathers,” “The 
Romance of Leather and Its Importance 
to Mankind,” and “What a Buyer of 
Luggage Wants to Know.” 





ditions. He also told of his plans for 
foot health promotion to be held in this 
country just after Easter. 

“The dates selected for this educa- 
tional movement,” he said, “are logical. 
We have discovered, for one thing, that 
foot troubles are more prevalent then 
than at any other time. The feet 
have gone through the winter with 
no sunlight, encased in heavier than 
usual hose, also in shoes, and, much of 
the time, also in overshoes. This brings 
on an epidemic of foot trouble which 
manifests itself most prominently at 
the end of winter. There is, also, a 
merchandising reason for the dates se- 
lected. Usually there is a lull in retail 
buying following the Easter rush and 
anything which can be done at that 
time to reawaken interest in footwear 
is a good thing.” 

At the annual meeting of the asso- 
ciation, all the old officers were re- 
elected. These include: 

Fred S. Fenner, president; William 
P. Butler, vice-president; David M. 
Barry, secretary, and E. S. Lafayette, 
treasurer. 

The banquet, which was largely at- 
tended, was held in the Dreyfus Hotel. 
Cabaret performers put on a series of 
song and dance acts during the course 
of the meal. 





Chains Report Increased 
Sales in February 


New YorK—The Melville Shoe Co. 
reports an increase of 13.2 per cent for 
the month of February. Sales totaled 
$1,678,735 as against $1,481,960 for 
February, 1929. Total sales for the 
year so far show an increase of 3.3 per 
cent. 

G. R. Kinney sales for February also 
show a gain over a year ago, the figures 
being $1,047,776 as against $1,024,973, 
an increase of 2.2 per cent. 

The Berland Shoe Stores, Inc., show 
a gain in sales of 2.85 per cent, with 
totals for the first two months of this 
year running about 1.67 per cent better 
than last year. February volume 
amounted to $495,686, compared with 
$424,491. 

Other chains also report gains. 





Byron S. Watson Heads 
New England Wholesaler; | 


BostoN—The New England Shoe 
Wholesalers’ Association held its thirty. 
second annual meeting at the rooms of 
the Boston Chamber of Commerc 7 


March 5 and discussed a number of 4 


subjects of live interest to the whole. 
sale shoe trade. 
Watson of Providence, R. I., presided, 
and the business session was precede 
by a luncheon. The chief speaker of 
the afternoon was Ralph B. Jones of 
C. A. Goodnow Shoe Co., Boston, who 
gave an interesting analysis of genergj 


conditions and prospects in the whole. 


sale shoe trade. Mr. Jones predicted 
that from now on there will be a con. 
tinual improvement in business wnt 
at least the Easter period, and tha: al. 
a there are tangible evidences of 
this. 

Referring to the chain store situa. 
tion, he gave it as his opinion that in 
the future the number of liquidations 
of single-unit shoe retailers, due tc lo. 
cal chain store competition, are lixely 
to be fewer than in the past, althcugh 
there will, of course, be continued liqui- 
dations of both retailers and whole. 
salers. 

M. P. Gaddis of the Boston wholesale 
branch of the International Shoe Co, 
also discussed the chain store question 
and made some interesting suggestions 
relative to the opportunities for edu- 
cating independent retailers in moilern 
methods of doing business. 

Secretary Thomas F. Anderson save 
a report on the leather, shoe and hide 
tariff situation at Washington, and said 
that at that moment the outlook for at 
least some tariff protection on shoes 
and leather was more favorable than 
at any time this winter. 

The meeting also discussed the sub- 
jects of parcel post charges, price ten- 
dencies in leather footwear, and reduc- 
tions between the wholesalers and the 
rubber footwear manufacturers. 

Officers were elected as follows: By- 
ron S. Watson of Green, Anthony & 
Co., Providence, R. I., president; Stan- 
ley M. Lane of Lane Bros. Co., Boston, 
vice-president; Thomas F. Anderson of 
Boston, secretary-treasurer for his 
twenty-first term; M. P. Gaddis of In- 
ternational Shoe Co., Boston, R. E. An- 
brose of Hamilton Brown Shoe Co, 
Boston, H. H. Lovelace of International 
Shoe Co., Boston, and E. Walter Smith 
of H. E. Smith & Co., Inc., Worcester, 
Mass., executive committee. 








Novel Vamp Treatments on Summer Footwear 











Serbian stitching, smocking and perforations glorify the new vacation footwear, white and pastel shades being the most 
favored combinations. Black and white will also be much used 
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Miller salesmen are now on the way to you with a complete line of samples 


for 1930-31. 


makers. 


ri 
~ a 


... Style 


colors 
profits. 


MILLER 


SHUGLOVS 


for 1930 





Dy more style... trimmer ... lighter... 


MILLER 


Many new numbers . . 


you big to wait for Shuglovs. 


TIRES 


TUBES 
BATHING WEAR .- 
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SHUGLOV FOOTWEAR .- 


MILLER RUBBER PRODUCTS CO. 


Incorporated 


ACCESSORIES AND REPAIR MATERIALS 
RUBBER BALLS AND TOYS 
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and in colors absolutely right 


No matter how many lines you have seen it will pay 


. all big sellers and profit 


DRUG 
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SUNDRIES 


MOLDED RUBBER GOODS 





March 15, 1930 
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cA BRILLIANT entrance planned 
at the opera —a costume worthy of 
the occasion — shoes purchased with 
great care—and now this embarrass- 


ing annoyance. 


A hurried search for a shoe store to 
repair the heel, or possibly a return 
home... the evening in any event 


utterly ruined. 


Spare your customers such embarrass- 
ing moments... and guarantee their 
continued goodwill by being certain 
that all wood heels in your stock are 
held permanently and securely by 
ALPHA Wood Heel Screws. Specify 


q PROTECT YOUR them when you order. 


_ CUSTOMERS UNITED SHOE MACHINERY 
and preserve the good- CORPORATION 


will of your business BOSTON, MASSACHUSETTS 


ALPHA ¥e2t SCRE 
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WHERE TO BUY 
Men’s Shoes 





































































FOR MEN 
M. A. PACKARD CO., Makers (P) 
BROCKTON 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 
































Tie aa fioe 


WOwEsT ALL 


87 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


en 


908 unc mon, 

















ft STEADY PROFITABLE 
— IS WANTED SELL- 


Fe 














Roanoke Shoe Man 
Honored by Shrine 


ROANOKE, VA.— 
Charles B. Wilson, 
well known Walk- 
Over Shoe store 
owner, now ~~ 
Kazim Temple, A. 
A. O. N. M. S., of 
Roanoke, Va. Mr. 
Wilson has long 
been popular in 
Shrine affairs and 
Masonic circles. 
This election to 
head the Shrine is 
the reward for 
long and faithful 
service. 

He is also manager of the Roanoke 





Charles B. Wilson 


Marble and Granite Works, and a di- | 


rector in the State & City Bank of 
Roanoke. 


Easter Footwear Orders 
Booked in Mid-West 


CINCINNATI, OHIO — Manufacturers 
in this district are fairly busy just now 
making up footwear for pre-Easter 
sales. Quite a nice volume of Easter 
orders were on hand by the middle of 
February and others were still coming 
in during the last half of the month. 

These later orders show that mer- 
chants expect a very lively demand on 
colors and business, on blacks is pick- 
ing up. Quite a bit of black kid was 
made up and shipped during the first 
six weeks of the year, but very little 
patent was bought during that period. 
The demand for patent is increasing 
and quite a few of the mail orders call 
for black satin. 

Orders coming in at this time for 
April and May delivery seem to favor 
sandal effects. One local manufactur- 
er has more than a dozen different san- 
dal patterns to offer, and it is reported 
that all of them are taking well in all 
sections of the country. 

Manufacturers are cutting quite a 
bit of white kid, and orders specify de- 
livery on this merchandise all along 
from now until mid-summer. Mer- 
chants will surely do a good spring and 
summer business on whites, judging 
from the volume of white orders al- 
ready booked. 


H. H, Glazier Opens Ideal 
Shoe Store 


NASHVILLE, TENN. (UTPS)—H. H. 
Glazier has opened at 219 Fourth Ave- 
nue North the Ideal Shoe Store, show- 
ing a full line in men’s and boys’ shoes, 
range of prices $3.85, $5 and $7.50. Re- 
modeling of the structure has been 
underway several months and it is very 
attractive. 

Mr. Glazier and J. H. Speight are as- 
sociated in the firm. Mr. Glazier was 
with M. Samuels & Co. as store man- 
ager starting in 1925. Later he was 
district manager at Baltimore. Mr. 
Speight was also with M. Samuels & 
Co. several years. 
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Colors Predominate in 
Lynn Shoe Factories 





About One Third Black for 
At Once Delivery 


LYNN, Mass.—There is more color 
and life in the shoe trade here. 
Color puts women in a mood to buy 
shoes. But the flow of orders through 
the factories, though increasing, is 
not as brisk as a year ago. Some 
buyers have a way of splitting up 
their orders, and spreading the units 
over several factories, so doing as a 
means to make the manufacturers com- 
pete one against the other. New price 
lists on $4 lines of shoes have been 
authorized by the labor unions. But 
they recommend that no change be made 
on prices lists on shoes to retail at $3 
and less or $6 and more. 

In lasts, the main idea is to work 
out the new long vamp models with 
graceful lines, especially in the waist 
and shank, so as to get smart arch 
lines. Toes continue more pointed. 
Concerning heels, there is the report 
of one wood heel firm which says: 

“We’re standing pat on heel heights. 
They average the same as last year. 
We’ve heard of the four-inch heels. But 


| 22/8 is the limit for us, excepting for 


a few 24/8 or three inch heels. Cubans, 
16/8 and 18/8 show the largest gains.” 
The leather heel makers continue to re- 
port increasing activity. 

Pumps are favorite patterns, with 
brisk business in strip pumps with 
smart arches secured by the use of 
extension wing counters and shapely 
heels. Straps are mostly narrow, with 
the center-buckle fastening still in good 
standing, though some prefer the side 
fastening. The novelty of the design 
of the strap and its base continues an 
important point in the style of the 
shoe. Ribbon ties are noted in some 
factories. Sandal effects are coming 
along, with a sandalized pump, or a 
pump with cutouts and lattices to give 
the shoe a sandal like effect. Then 
there is the Wales oxford, and othe1 
shoes, which are pierced with multiple 
perforations, some of the needle point 
class and others larger than the point 
of a pencil well used for signing orders. 





N. S. R. A. Convention Com- 
mittee Meets in St. Louis 


St. Louris—James H. Stone, manag- 
ing director of the N. S. R. A., and 
Harry McLaughlin, chairman of the 
N. S. R. A. committee for the selection 
of the 1931 convention city, met in St. 
Louis Wednesday, March 5, to discuss 
the claims presented by those interested 
in bringing the convention back to St. 
Louis in 1931. Arthur E. Ebbs, a 
member of the committee, and Charles 
E. Williams, a director, attended the 
session. 


F. M. Futrelle, Manager of 
Wasson Department 


INDIANAPOLIS, IND. (UTPS)—F. M. 
Futrelle has been made manager of the 
shoe department of the H. P. Wasson 
Company, where I. Miller footwear is 
featured. Mr. Futrelle came from the 
Linder department store, Cleveland, 
Ohio, and is being assisted by Carl 
Henry, who has been connected with the 
department for some time. 
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SS 


A QgQ_OEINAN 


Hollywood 


Women’s 


Kip, 
Lizard 


2957 Armours Smoked Kip, Blonde Kip Trim. 
2961 White Elk, Tan Calf Trim. 
(Above with Plantation Crepe Sole) 
2952 Armours Tan Kip, Rose Blush Kip Trim. 
2954 Northwestern Whippet, Brown Lizard Trim. 
2956 Armours Blonde Kip, Smoked Kip Trim. 
2962 White Elk, White Lizard Trim. 
(Above with Airway Barefoot Sole) 
HIGH GRADE GOODYEAR WELTS 


Newport 


mp Ss a0 806 

Light 
guebes Elk 
Trim 


2 
2951, ‘Tan Elk, Dark Smoked Elk a 


(Plantation Crepe Sol 
HIGH GRADE GOODYEAR “WELTS 


109 Reade St. 





For Women 
IN-STOCK 
For Men 
April Delivery 


Sizes on All Women’s 
Shoes 
3 to 8 C Wide Only. 


Women’s Goodyear 
Welts, all ......-83.00 


Women’s McKays, all 
$2.15 


TERMS 
2% 10 Days— 
Net 30 Days 


338 Smoked Elk, 
Tan Kip Trim 
339 White Elk, Gun 
- Kip Trim. 
(Ustikon Rubber Sole ond Heel.) 


GOODYEAR WELTS D WIDE 54 to 10 


Miami 
Women’s 


Ritz 


Women’s 


Armours Tan Kip, Brown Calcutta Lizard Trim. 
2955 Armours Blonde Kip, Brown Mottled Lizard Trim. 


5300 Dark 


Trim. 
5301 Black Kip, Black Lizard Trim. 
5302 Rose Blush Kip, Dark Tan Kip Trim. 
5303 Blonde Kip, Light Lizard Trim. 
5308 White Kip, White Lizard Trim. 
(Harco Crepe Soles) as Tan 


2958 Armours 


Cas ta Lizard 


GOOD GRADE McKAY Trim. 
Barefoot Sole. 


Airway 


2959 Armours Blonde Kip, Brown Mottled Lizard 


Trim. Airway Barefoot Sole 
2960 White Elk, Black Calf Trim. 
Crepe Sole 
HIGH GRADE GOODYEAR WELTS 
Broadway 


Pelham 
Men’s 


Light 
Trim 


5304X Light Tan Kip, 


Light Lizard Trim 
Rose Blush Kip, Light Lizard Trim. 
Blonde Kip, Light Lizard Trim. ee Ce, Wate Pe. 
Smoked Elk, Tan Elk Trim. 

White Elk, Black Kip Trim Sole and 


Bend 8 Iron Outer Sole 
335Y2 Same Shoe on Pointed English Last. 


GOODYEAR WELTS D WIDE 5/2 to 10 


(Harco Crepe Soles) 
GOOD GRADE McKAY 


Order from this advertisement. 


b. FRIEDMAN SHOE CO., Ine. 


New York City 


ESTABLISHED 1880 


Plantation 


Heel. 


$3.00 
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WHERE TO BUY 
Men’s Shoes 








‘A MAN’S DECISION” P WELp 

a 

THE EW 
S 

V8" 


Men’s 
Fine 


SHOE 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 


Old 
Colony 
Shoe Co. 
Brockton, 
Mass. 














WHERE TO BUY 


Women’s Shoes 











CUSHION SHOES 


FOR WOMEN 
THE JO“N EBBERTS SHOR CO 


In Baffale, N. Y. groce 











Ultra-Smart Sandals 
———— 


Complete color 
combinations 


Unusual 
Profits , 
Write direct dai "i ( 
BIARRITZ SANDALS, INC. 











33 West 27th St. New York 





— 


WHERE TO BUY 


Sport Footwear 


8 Ee 


BASS MOCCASINS 


f FOR MEN AND WOMEN 
}, ‘The Sports Footwear 





7, that Comfort demands and 


”\._ Fashion endorses 





WHERE TO BUY 


Shoe Forms 








TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 
Light, Inexpensive and 
Practically Invisible 


Linings and case num- 
bers easily seen when 
transparent form is in 
shoes. Write 


THE SHOE FORM CO., Auburn, N. Y. 




















Educational Director of N. S. R. A. Stresses Need of Better 
Selling Before Group of Pennsylvania Merchants 


York, Pa.—When Ernest A. Burrill, 
educational director for the National 
Shoe Retailers’ Association, spoke be- 
fore the meeting of the York Shoe Re- 
tailers’ Association on Monday night, 
he found 250 persons present to hear 
him. Because of special arrangements, 
the audience was not composed solely 
of men in the shoe business; instead, 
they came from various branches of 
the selling field, and delegations from 
Harrisburg, Carlisle, Lancaster and 
Hanover were present. 

Building up rapidly upon his central 
theme, “The Joy of Selling,” Mr. Bur- 
rill gradually led his hearers through 
the descriptive stage wherein he called 
the salesman the “ambassador at the 
contact point,” to the qualifications 
needed for such “ambassadorship.” 
Courtesy was a keynote he stressed, 
stating that it costs nothing but is a 
great asset in any business and that 
the proper attitude of the salespeople 
will give to business the necessary 
steering it needs so much. 

The attitude of the salesman or busi- 
ness man who replies to questions upon 
the condition of business with “Rot- 
ten!” was severely condemned by Mr. 
Burrill as poor psychology. Four es- 
sentials of successful salesmanship that 
Mr. Burrill mentioned are: the ap- 
proach, the arousing of interest in the 
object to be sold, the creating of a de- 
sire for that object and the action, or 
the sale. 

“Profits in the next five years will 
not come so much from larger sales 
volume,” the speaker predicted, “as 
from saving and eliminating waste in 
sales.” One of the things he emphasized 
as essential in selling any line of mer- 
chandise is the cooperation between 
employer and employee. He quoted ex- 
amples in which store owners were 
known to have neglected informing 
salesmen of new arrivals. Enthusiasm, 
genuine and not simulated, is neces- 
sary, he added, before an article can be 
sold with any success. Selling, he con- 
tinued, is full of difficulties, but the joy 
So is full compensation in the 
end. 

Mose Leibowitz, president of the 
York association, acted as toastmaster 





New Overshoe Design 

















One of the latest originations of Fire- 
stone Rubber Co. with a new type of 
fastening 
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at the special meeting, which took the 
place of the association’s annual get- 
together meeting for employer and em- 
ployees. 

The meeting had the approval and 
cooperation of the Retail Merchants’ 
Bureau of the York Chamber of Com- 
merce. The bureau sent out numerous 
letters to merchants of the city invit- 
ing them and their salespeople to hear 
Mr. Burrill’s fascinating talk. 

Music during the special meeting 
was provided by a pianist and xylo- 
phonist. Following the entertainment 
and the address, which were preceded 
by a dinner, the members of the Shoe 
Retailers’ Association, with their em- 
ployees and out-of-town shoe men, heid 
their own meeting, at which Cal 
Mensch, secretary of the Middle Atlan- 
tic Shoe Retailers’ Association, added 
to Mr. Burrill’s talk and at the same 
time praised the speaker, stating that 
no man has done more than Mr. Burri!! 
to bring greater profits to shoe retail- 
ers because of his educational work. 

Mr. Burrill then gave another short 
talk in which he stated that the shoe 
industry, because it is a staple and 
necessary one, has not felt the general 
depression. He furthermore demon- 
strated his size sheet for the York shoe 
men, showing them that, of 129 differ- 
ent sizes in men’s shoes, 21 sizes aver- 
age 66 per cent of the turnover; 26 
sizes, 30 per cent of the turnover, and 
that the others of the 129 do 4 per cent 
of the business. This clearly shows, he 
demonstrated, that the shoe dealer 
should study size turnover and keep in 
stock and push the sizes that constitute 
the greater percentage of the sales. 

Committees in charge of the unusual- 
ly successful meeting were: arrange- 
ments, Cletus Reineberg, John Dennis; 
banquet, Charles Lutz, Charles Martin, 
W. H. Miller; tickets, Frank Kilgore, 
Clarence Hoff, Edward Reineberg; 
speakers, Mose Leibowitz and Harry 
Bamer. 


Buy—and Rebuy—Those 
Steady Profit Shoes 


(CONTINUED FROM PAGE 39) 





portance of stock shoes on the second 
floor, where the prices are $10.00 and 


up. 

In the lower right-hand corner is a 
daily summary of the sizes sold. These 
figures are transferred to a larger 
sheet and tabulated by the month. In 
this way, an accurate record of sizes 
sold is kept. The percentages this 
chart shows represent the absolute pro- 
portion in which the made-up shoes are 
bought. 

Next comes the step of checking sizes 
sold on the individual stock record 
cards, one card for each number. The 
card that takes care of the yearly his- 
tory of a number is used. This card 
is so comprehensive that this reproduc- 
tion tells the whole story. It might be 
said that when shoes are ordered a dot 
is made in the proper size square, then 
when the shoes come in this dot is ex- 
tended to a slant line. The crossing of 
= line means that this pair has been 
sold. 
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Burrill and Mensch Speak at York | 
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DOUBLE-WEAR 
, a 


TRuU-GRID SPORT TRED 


ip DY Dp ih | Men’s Sizes Only Men’s, Women’s, Boys’ and Youths’ Sizes 
SCO i i g For practical and pleasing designs, 


colors to match the sportiest of 


i= 7 SPORTY sport leathers and unexcelled 
COLORS quality, specify Dryden. Now on 


the lines of the country’s leading 


BLUE GREEN | 
manufacturers of sport footwear. 
PINK BROWN 
WHITE BLACK , 
NEUTRAL , — Double Wearinevery Pair" 
d y Fa 
CHICAGO 
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WHERE TO BUY 


Men’s @ Women’s 
Slippers 


7 ae el 











MEN’S FINE 
HAND TURNED 
SLIPPERS 
Manufactured 
by 


W. S. CHASE & SONS 
Haverhill, Mass. 


Beston Office: Room 501, Statler Bldg. 





Prices from 
$2.16 to $8.50 








WOMEN’S D’ORSAY SLIPPERS 


an 

MEN’S OPERA SLIPPERS 
Made by the manufacturers of 
“Footgluv’’ Pullman Slippers 

Nationally known. 

Samples and prices on request. 

SWAN eae * en INC., Baltimore, Md. 

ANUFACTURERS 
New York omee: Reom 55! Marbridge Bidg. 





* KENDALL ‘foyge" x 


SLIPPER "1 





FOR YOUR BEST CUSTOMERS 
AND D 
MONEY MAKER 

IN 





Kid Only 

SEND FOR CIRCULAR 

or ee ~~ ty ee 
dept. 


KENDALL SHOE COMPANY 
HAVERHILL, MA8S. 











* * 





All Colors ef Kid 


The Daytime a 


First quality upper stock, 
1 junters. 


Sachs & Vigorith, Inc. 
Makers of Hand Turned Footwear 
1401 Central Parkway 
Cincinnati, Ohio 








The Last A ~~ 
Word in 

Quality 

Slippers a 


TUPPER SLIPPER CORP. 











200 Tillary St. Brooklyn, N. Y. 








Dress Boots in Vogue in 
Cattle Country 


Cheyenne, Wyo. (UTPS) — 
Where, years ago, cowboy boots 
were an accepted part of the 
wearing apparel of men and 
women alike in this capital of 
rangeland, dress riding boots are 
becoming increasingly popular. 
Morris Krulak, manager of the 
Hub Company here, notes an ad- 
vancing demand for men’s and 
women’s boots and expects this 
situation wil! continue. 

Krulak says that shoe business 
- the West generally has en- 

oyed a prosperous year. Sales 
far in 1930 have led him to 
believe that the demand for 
higher grade footwear will in- 
crease. 











Stress Shoe, Bag and Hose 
Ensembles 


BALTIMORE, Mp.—The growing vogue 
for colored footwear has prompted a 
number of the shoe shops of Baltimore, 
Md., to feature and stress shoe, hand- 
bag and hosiery ensembles. Green, 
violet, blue, tan, black and gray are the 
leading shades of footwear with which 
handbags and hosiery ensembles are 
featured. The handbags are in shades 
to match the footwear and hosiery har- 
monizes with both. Through this en- 
semble feature the stores are not only 
increasing sales of shoes, but also stim- 
ulating sales in handbags and extra 
sales in hosiery. 





Monnet Shoe Co. 
Reorganized 


CoLuMBuUs, OHIO (UTPS) — Reor- 
ganization of the Monnet Shoe Co. at 
3 East State Street has been effected 
by the organization of Monnet, Inc., 
with a capital of 100 shares of no par 
stock to deal in shoes, hosiery and foot- 
wear accessories. Incorporators are 
Sam Bloom, Rose Monnet and William 
Monnet. The company was placed in 
the hands of receivers about six months 
ago and Sam Bloom purchased the 
stock at that time. William Monnet 
is general manager of the company. 





Schwai and Bulder Move 


MILWAUKEE, Wis. (UTPS) — The 
well known shoe store of Schwai & 
Bulder, who for many years have been 
at the location 277% Third Street, have 
now moved to larger quarters at 291 
Third Street, a half block north. 

Mr. Bulder presented to the citizens 
of Milwaukee the first Zoo elephant, 
appropriately named “Countess Heinie.” 
This was many years ago and the 
Countess is no longer at Washington 
Park, where the Zoo is located. Mr. 
Bulder is also known for the fact that 
for years he was a city official, serving 
in many capacities. 
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Pittsburgh Officers Installed 


PITTSBURGH, Pa. (UTPS)—Officers 
for the year were installed by the Pitts- 
burgh Shoe Retailers Association at its 
monthly meeting last Thursday, held 
in the store of P. Ludebuehl & Son, 
East Liberty Street. 

A report of the Middle Atlantic con- 
vention was made by Bill Kuhl and A] 
Schmidt, who is the new president of 
this association. The members also 
heard a talk on business conditions by 
George W. Ludebuehl and listened in 
on the radio to hear the Sharkey-Scott 
fight from Miami, Fla. Following the 
meeting, the members went to the R'‘t- 
tenhouse for luncheon. 

The new officers installed are: Harry 
W. Ritter, president; George Stce- 
bener, first vice-president; Morris 
Browdy, second vice- -president; Georvre 
L. Ludebuehl, secretary, and William 
Winfield, treasurer. 





Reopen Walk-Over Shop at 
Miami Beach 


MiaMI, Fua. (UTPS)—For the sec- 
ond season the Walk-Over Shoe shop 
has been opened at 241 Fifth Street, 
Miami Beach. It is operated under tie 
same management as the shop at 277 
E. Flagler Street, to which the business 
was brought from the old location on 
N. E. First Avenue. 

The new shop is most attractive in 
its modernistic appointments. A good 
business in both the Miami and Miami 
Beach shop is reported. For women’s 
sports wear, tans and white are most 
popular, and the most called for num- 
bers in the men’s department are the 
tan and white models. As the season 
advances it is expected that black and 
white will be worn more than at pres- 
ent. At the beach shop many novelties 
in women’s shoes are being sold. 





John Irving Store for 
Baltimore 


BALTIMORE, Mp.—A substantial and 
interesting addition to the retail shoe 
field of Baltimore, Md., will be made 
in April, when the John Irving Shoe 
Co. of Boston, Mass., opens a branch 
store. It will be located at 222 West 
Lexington Street, right in the heart of 
the shopping district of the city. 

The new store will be in the imme- 
diate vicinity of all the large and lead- 
ing department stores, with Stewart 
& Co. just one door away and The May 
Co., Hochschild, Kohn & Co. and Hutz- 
ler Bros., but a scant eighth of a block 
away. The concern will occupy the 
four-story building at the location, 
which has been leased for 25 years. 





Remodel D’Arcy Store 


Des MoInEs, Iowa (UTPS)—Remod- 
eling operations are being started at 
D’Arcy’s boot shop at Des Moines, Iowa, 
one of the stores of the Sol Panor Shoe 
Stores, Inc. The present building is 
to be completely redecorated and new 
fixtures are to be installed. In the 
new arrangement greater prominence 
is to be given the hosiery section by 
placing it at the front of the store 

. S. Arant is the proprietor. 
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CORRECT 
“POSTURE SHOE 


S 


‘FOR MISSES and CHILDREN 
~ TO RETAIL from $3.50 to $5.00 


KID ANKLE HUGGING 
LINING PATTERNS 













NON.SLIPPING 
AT HEEL 
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SOLE LEATHER /// 


COUNTER ; 


SOLID LEATHER 


HEEL BASE ; y 


|NON-BINDING THROAT 
AND VAMP LINE 









THE JUNI 
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L________.., 
AIR.O.PEDIC 
AIR-O-HEEL REST = sUG.FITTING INNERSOLE FORMED — FREE FITTING 
LIVE GUSSER ARCH =TOCONTOUROF FOOT AT BALL 


CUPPED HEEL SEAT AND SPECIAL AT METATARSAL 
STEEL SHANK 


HERE IS A SALES STIMULATOR! 


The drawing above illustrates the principal feature points of the new 
Junior Air-O-Pedic shoes. 


Fine shoe making—fine materials and expert styling make this new 
line of twenty-six different patterns outstanding among juvenile 
shoes. Add to the natural selling appeal of fine quality 
exclusive advantages for promoting correct pos- 
ture and normal foot growth and the 
line is irresistible to the parent. 







Here, then, is the sales 
stimulator so needed by 
the retail merchant. Ask 
us for further details and 





samples. 

No. 23 AIR-O-PEDICS No. 1 
PATENT TWO STRAP for women are made by PATENT BLUCHER OXFORD 

F ; Water-proofed Retan sole 

Black lizard inlay and straps. 

ae 8 Gah teed ain. AIR-O-PEDIC SHOE CoO. 8% toll A-B-C-D wide 

8% toll A-B-C-D wide , 11% to 2 B-C-D wide 
11% to 2 B-C-D wide 612 Atlantic Ave., Boston Made also in Smoke Elk and 

Tan Elk 


a 


CURTIS-STEPHENS -EMBRY COMPANY 
READING, PA. 


V4 : 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


leathers 


Merchandise Satins 


ot ae url ; ; Woolskins 
SEND ee eraser caTs.oo NOW dueder 
KOZY KOMFORT SHOE MFG. CO 170! Richards St Milw Wis 











PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesroom 
40-46 West 25th St., New York City 


Catalog 
sent on 
request 


We Grade Turn Mules and D’Orsays 


Qrereeooe 090900006 
Turns oly — A © 


IN STOCK 





request. 





Ne. 141—Wos. 





L. B. EVANS’ SON CO., Wakefield, Mass. 


WHERE TO BUY 


Women’s Novelties 


All leather imported Czecho Sandals 
72 pair of a color and pattern to each 


ie. 
Sample cases of moulded Berta, Sonia and Riga, 
also London McKay, can be shipped for your in- 
epoction Le New York. 
W. DAVID. General Manager 
5 se STERN CO., 303 Fourth Ave., New York 
Direct factory representatives 





Do You Know? 


That you can buy or sell it through 
the Classified Dept. columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 














Golden Rule Shoemakers Meet 


LYNN, Mass.—Daly’s Golden Rule 
Shoe Co. had its sixth annual banquet 
at the Statier in Boston last Saturday 
evening, about 1400 attending, and 
James M. Daly presiding. Mr. Daly 
announced that orders for $1,000,000 
worth of shoes had just been booked, 
that he expected the shops would run 
steadily on a production of not less 
than 9000 pairs daily, that he would 
make no wage cuts, that the five-day 
program would be continued in his 
shops, and that no workers would be 
discharged by reason of age, but if any 
of them slowed up, then two of them 
would be put on the job. 

Nathan Schoen, of the Wise chain 
of stores, said that he placed his first 
order, which called for 20 cases of 
shoes, with the Golden Rule factories 
six years ago. Since then he has bought 
$15,000,000 worth of shoes from the 
Golden Rule factories, and he has re- 
cently placed one order for 120,000 
pairs and another for 170,000 pairs. 

Harold Phifer, style director for the 
Wise stores, said that fashion has be- 
come a dictator of economic conditions. 

Hon, Frank G. Allen, Governor of 
Massachusetts, a guest of honor, re- 
called his boyhood days in Lynn, and 
also made mention of the fact that he 
started to work for $3 a week in a Bos- 
ton leather store as office boy. 

Hon. Ralph S. Bauer, ex-Mayor of 
Lynn, a firm friend of the Golden Rule 
enterprise in its struggling days, was 
given a hearty greeting. Edward Wins- 
low, of the Benz Kid Co., was among 
the guests. 


Sidney Mann Visits the East 


ROCHESTER, N. Y.—Sidney Mann, the 
popular and successful shoe buyer of 
Symons Dry Goods Co., of Butte, Mont., 
has been in the East purchasing shoes 
and renewing old acquaintances. He 
stopped at Chicago and from there ac- 
companied Fred L. Emerson, president, 
and Buford Jones, vice-president, of 
e & McCarthy, Inc., to Auburn, 

“Sid” is a large user of Enna Jettick 
shoes and Buford Jones delights in re- 
ferring to him as “our official repre- 
sentative.” After his conference in Au- 
burn he went to Dansville to visit the 
Blum Shoe Mfg. Co., where he, for 
many years, has bought Kreep-a-wa 
felt goods and slippers. 

Thence to Rochester to buy women’s 
and children’s shoes, and incidentally to 
pay his respects to the BooT AND SHOE 
RECORDER representative, a habit 
formed many years ago. He left 
Rochester to visit his parents at Al- 
bany and to visit the Eastern markets, 
including New York and Boston. Sid 
spent his early manhood in the retail 
shoe business in Boston. 


Gerbert Store Remodeled 


JACKSONVILLE, FLA.—The Gerbert 
Shoe Co. of Jacksonville, has just re- 
modeled its windows and front. This 
store has been in business for the past 
twenty-one years, being one of the city’s 
pioneers in the shoe business. Harry 
Gerbert is the owner and his son, Elkin, 
is associated with him. 





Wear-U-Well Chain Plans 
Big Increase 


CoLumMBus, OHIO (UTPS) — The 
Wolfe Wear-U- Well Corporation, char- 
tered in July, last year, and consisting 
of a merger of the Wolfe Bros. Shoe 
Co. of Columbus and its subsidiaries, 
the Grimsrud Shoe Co. of Minneapolis 
and the Western Shoe Co. of Kansas 
City at its annual meeting held recently 
announced that the chain of retail 
stores would be increased. It is planned 
to open 1500 new stores during the 
present year. There was an increase of 
300 units during the latter part of 
1929. 

The chain is one of the largest in the 
country and covers the entire Eastern, 
Middle Western, the Western and 
Southern sections. 

Officers elected at the stockholders 
meeting were B. C. Hommon, president; 
Harry P. Wolfe, treasurer and general 
manager; Robert H. Wolfe, secretary; 
and Edgar T. Wolfe, George Grimsrud, 
H. Preston Wolfe and John P. Kelly, 
members of the board of directors. The 
corporation has authorized 175,000 
shares of Class A common and 25,000 
shares of Class B common shares with 
no par value designated and $500,000 
in preferred stock. 

The company has ceased the manu- 
facture of shoes and buys its stocks 
from various factories. 


Big Season on Spats 


BRIDGEPORT, CONN. (UTPS)—A re- 
markable season on spats is reported 
by JAX shoe store, according to J. E. 
Landis, treasurer and manager. One 
reason for the demand is believed to be 
the arrival on the market of a lower- 
priced grade of spats, placing these ac- 
cessories within the reach of many who 
previously had not considered them. 
Passing of the idea that spats are 
“high-brow” is also considered a factor 
by Mr. Landis. 

Sport shoes will be the vogue this 
spring more than ever, Mr. Landis be- 
lieves. Black and white saddle and 
plain toe, pointed, are strong at 
present. Fewer styles but more sizes 
are stressed by the JAX store, which 
also emphasizes perfect fitting as a 
means of building up trade. 


High Heels in Demand 


CHEYENNE, Wyo. (UTPS)—Western 
women are keeping pace with their 
eastern sisters in the demand for high 
heeled shoes. This is the opinion of 
M. A. Nelson, manager of the local 
Tober store. The store, which deals 
exclusively in shoes for women and 
girls, notes a decided trend for lighter 
colors at this time. Black kids are said 
by Mr. Nelson to be highly popular. 


Changes in Providence 


PROVIDENCE, R. I. (UTPS) — Hye 
Holland, formerly manager of Bailey’s 
Bargain Basement Shoe Store, Union 
Street, has been made manager of Mor- 
ton’s in place of Michael Sentler. Ray- 
mand Gilroy has been named manager 
of Bailey’s. 
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Ornamentation 
for Pumps 


Merchants everywhere are earning 
additional profits by featuring Riegel- 
man ornamentation. The ornaments 
illustrated are of a high quality and 
in perfect keeping with the fashion of 
the day. They are in stock for imme- 
diate delivery. 


SIP Salalah Ee 


Zk 


No. 3751 


Nickel silver, mesh chain bow with 
prystal insert ornament, in jade, rose 
quartz, amber, orchid, sapphire, red, 
black, mottled white, clear white; 
complete with clasp readily attached 
to shoe. $1.00 per pair. 


No. 3759 


Galalith clasp bow with metal con- 
trasting strip. Colors, black, green, 
brown, beige, purple, red, amber, 
mottled blue, light blue, steel gray. 
45ec. per pair. 


No. 3754 


Galalith clasp bow with metal con- 
trasting strip, same colors as No. 
3759. 5Oc. per pair. 


Riegelman ornaments are attractively 
packaged, one dozen pair to a carton. 
Be sure to specify colors when order- 
ing from this advertisement. 





RIEGELMAN NOVELTY CORP. 


2 W. 39th STREET NEW YORK 








WHITE ELK 


Heretofore a problem to clean but now 
easily solved by using CAVALIER’S 
latest development—White Elk Cleaner. 
Removes dirt and stains quickly; leaves 
leather WHITE. 


WHITE KID 


The popular leather for warm weather 
wear. CAVALIER White Kid Cleaner 
keeps this spotless, also bleaches, whitens 
and shines. 


WHITE CALF 


The Finish of this attractive dull white 
leather is kept snowy white and dull by 
using CAVALIER’S new product—White 
Calf Cleaner. 


If you want prices and full information 
on Cavalier Products, ask your Shoe 
Findings Dealer (Cavalier not sold to 
drug or grocery trade) or write direct to 


CAVALIER 
CORP. 


BALTIMORE. MD. 
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WHERE TO BUY 
| Ballet Slippers 












The Famous Con- 
cave Arch Hard 
Toe Slipper, and 
all types of danc- 
ing footwear. At 
once delivery. Send 
for catalog. 


Coast Representative: 


MR. A. F. WINSLOW 
5205 El Rio Ave., Eagle Rock 
Los Angeles, California 











: Soft Toe 
= Turn 
DD alien 
Black Kid 
Expertly Designed Misses & 
Women's Children’s 
fa Ne. 100—Reguler ...... $1.50 $1.40 
Steck Ne. 500—Buck Sole..... 2.00 1.90 


H. F. MALOTT SHOE Co. 
1915 Girard St. Chieage 








In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 

















soe 


Rights and Lefts 
Two Grades 







] 
SMITH 
Chicago, Ill. 


Wom. Miss. Chi. 
$1.50 $1.45 $1.40 
1.85 1.36 1.35 
Im Stock 
325 West Monree 














BALLET SLIPPERS—IN STOCK 

of the unusual kind 

Bie2 Bik. Kid Hand Turs 
Seft Toe 


* Obild’s 6 to 11—$1.35 

Misses 11% to2— 1.40 

Women’s 2% to8— 1.45 
Toes 


Also Hard 
SCHWARTZ & HERDER, Inc. 
Specialists in Ballet and Comfort Slippers 
241 No. 1ith St., Philadelphia, Pa. 






















TH 


BALLET SLIPPERS 
No. C870—Alll sizes in stock for 
immediate delivery: Write 

today for complete 
catalog of 


914-34 re. sheres Sate Ce. 















April—Day by Day 
(CONTINUED FROM PAGE 47) 


shoes would be timely. Do you sell 
golf balls? Many shoe stores catering 
to men find them a good leader. 


23. Wednesday 


See the superintendent of schools and 
arrange to get a list of the graduates 
early enough so you can send them a 
letter on white footwear. It’s not too 
early to show a few white shoes in the 
window. 

24. Thursday 

Get the electric fans oiled and cleaned 
and ready to go on the first sultry day. 
Check over stocks for shelf-warmers 
and plan a little Month-End Sale next 
week, , 


25. Friday 

Run a good ad on women’s Spring 
styles tonight, featuring your best num- 
bers as the “assured” styles most promi- 
nent in last Sunday’s Easter fashion 


promenade. Put several specials in the 
window. 
26. Saturday 


Try a window special on children’s 
rubber sole canvas footwear. A win- 
dow special of hosiery will help too. A 
few current sports photos in your 
men’s window will liven it up. 


28. Monday 


Run a Month-End Sale for the first 
days of this week with a snappy sale 
window and a good ad. This will en- 
able you to clear out slow moving num- 
bers without too radically reducing 
prices. 


29. Tuesday 

Run a small repeat ad on your 
Month-End Sale tonight. Have sales- 
men call their personal customers on 
the phone and remind them of the sale. 
Any new styles in this week? Put ’em 
in the window with a card “Advance 
Summer Styles.” 


30. Wednesday 


Sit down today and plan your win- 
dows, advertising and merchandising 
for May. Look up last year’s records 
and use them as a guide in planning to 
make May, 1930, a better month for 
you. 


Elmore Shoe Shop Opens 


PROVIDENCE, R. I. ,March 8 (UTPS) 
—The Elmore Shoe Shop has just been 
opened at 11 Bank Street, New Lon- 
don, Conn., in a new store just remod- 
eled. Carl Charlop, for the past 16 
years in the shoe line in the city and 
eight years manager of the People’s 
Shoe Store, is the manager. 

The new store has already started 
radio advertising along with a news- 





paper advertising campaign. 
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Model Shoe Factory Built 
in 76 Days 


LOUISVILLE, Ky.—The new home of 
the United States Shoe Company, at 
Louisville, Ky., is declared by shoe man- 
ufacturers to be one of the most mod- 
ern and best equipped shoe factories in 
the country. Built entirely of reinforced 
concrete, the building is a most sub- 
stantial structure, absolutely fireproof 
and very impressive in appearance. 

When the United States Shoe Com- 
pany let the contract to the Ferro Con- 
crete Construction Company, time was 
declared to be one of the most essential 
features in the erection of the building. 
It was during the busy season in shoe 
manufacturing, and the contractors 
were urged to put forth every effort 
to complete the job at the earliest pos- 
sible moment. 

In just seventy-six days the build- 
ing was turned over to the shoe com- 
pany with the heat turned on and the 
elevators running. The building is 500 
ft. x 60 ft., with a total floor area of 
75,000 sq. ft. One of the outstanding 
features of the new building is the 
lighting effect. Massive windows are 
on all sides of the building, and there 
is provision made in the roof to ad- 
mit daylight. 

The United States Shoe Company is 
enjoying one of its most successful sea- 
sons, and in its new quarters with in- 
creased modern equipment is conduct- 
ing its big business with dispatch. 


Schlaefer Heads Wisconsin 
Convention Committee 


MILWAUKEE—The Wisconsin Shoe 
Retailers Association will hold its an- 
nual convention at Wausau, Wis., Aug. 
4,5 and 6. President Ben J. Friedl is 
arranging for a meeting of the conven- 
tion committee in Wausau the coming 
month to plan a program and arrange 
for the convention details. ; 

W. C. Schlaefer, past state president, 
is general convention chairman. The 
heads of his subcommittees are: E. J. 
Pentler, Finance; B. J. Friedl, Pro- 
gram; C. Oldenburg, Publicity; 
Clarence Dickert, Registrations; Theo- 
dore G. Mayer, Decorations; Lee I. 
Yorkson, Civic; Gustav Berg, Ladies, 
and A. C. Klosterman, Entertainment. 





International Shoe Co. Buys 
Block for Warehouse 


St. Louis—The International Shoe 
Company bought one of the largest city 
blocks in the downtown district from 
the Butler Building Company. The 
block is bounded by Lucas, Morgan, 
16th and 17th Streets, and has an area 
of 116,000 sq. ft. W. H. Moulton, presi- 
dent of the International Shoe Com- 
pany, said the block had been acquired 
by his company for the site of a large 
warehouse, which will be used to facili- 
tate the operations of the St. Louis 
sales organization of the company. 
Plans for the building, which will cover 
the larger part of the block, are being 
prepared. 
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For Your Protection ! 


Sandals” is fully covered by 


1 The trade name “Deauville 
* U.S. Registration. 


TRADE-MARK 


Sandals” is stamped on the 
soles of every genuine pair 
of Deauvilles. TRADE-MARK 


? The trade name “Deauville 
a. 


Sandals” is advertised to a ° 
vast audience of more than 
30,000,000 readers as the 
identifying mark of the orig- 
inal and smartest woven 
leather footwear. 


3 The trade name “Deauville 
* 





TRADE-MARK 


Many retailers and consumers have got into the habit of referring 
to all woven leather sandals as ‘“‘Deauvilles.” Unscrupulous imi- 
tators of this type of footwear have capitalized on this error. 


There is a world of difference in quality and style between 
genuine “Deauville Sandals” and their imitations. If you would 
insure your profits, look for the name “Deauville Sandals” 
stamped on the soles of every genuine pair. 


ANY INFRINGEMENT OF THE USE OF THIS NAME—“DEAUVILLE 
SANDALS”—OR OF THE WORD “DEAUVILLE” IN CONNECTION 
WITH FOOTWEAR—WILL BE PROSECUTED. 





aa English Field Boots 
In Stock 
















Brown’ willow calf 
boot, laced at instep 
and side, especially 
adapted for the high 


instep. 


The best value ever 
offered in imported 
English made boots. 


Sizes 6 to 11; C and 
D widths. 


$12.50 


per pair 


COLT CROMWELL CO., Inc. 





1239 Broadway _— Est. 1899 New York City 
cm, - Red imported riding, field and hunting boots, 
ries an Pp upon req 












































GOLO SLIPPER COMPANY 


129 Duane Street, New York, N. Y.. 





A Convenient Place 
to Buy— 


The Republic 


State at Adams 


CHICAGO 
The Home of the Following Shoe Firms: 





D. Armstrong & Co. Hamilton Brown Shoe Co. 
Best Ever Slipper Ce. Ine. Harsh & Chapline Shoe Co. 
Big “K” Shee Co. Huntington Shee & Leather Ce, 
Bostonian Shoes Interstate Shoe Co. 
Burlington Turn Shoe Co. Johns Tilt Shoe Co. 

The J. R. ay A Shoe Co. Marmon Shoe Co. 

Burrows Shoe Co. McElroy Sloan Shee Co. 
Carlisle Shoe Co. H. W. Merriam Shoe Co 
Chicago Theatrical Shoe Ce. Meyer Bros. Shoe Co. 
Commonwealth Shoe & Lea. Co. I. Miller & Sons, Inc. 
Copeland & Ryder Shoe Co. National Felt Slipper Co. 
Craddock Terry Co., Ine. O’Connor & Goldberg 
Wm. G. Dodge Shoe Co. Paragon Slipper Mfg. Co. 
Dorothy Dodd Shoe Co. Thomas G. Plant Corp. 
Dunn & McCarthy, Inc. Paramount Shoe Mfg. Co. 
J. Edwards & Co. Prospect Shoe Co. 

Elwill Shoe Company Dr. Reed Cushion Shoe Co. 
Empire Specialty Footwear Ce. E. P. Reed & Co. 
Excelsior Shoe Co. Seymour Troy Shoe Co. 
eg & Curme Sherwood Shoe Co. 

Cc. Ford & Co. Stacy-Adams Shoe Co. 
Walliams Goldstein Shoes, Inc. St. Lomo Shoe Co. 

Golo Slipper Co. Thompson Bros. Shoe Co. 


Hagerstown Shoe & Legging Co. Universal Shoe Mfg. 


ALSO: ARNOLD BROS. & CO. (Lasts); FRENCH BEADING & 
NOVELTY CO. (Buckles) and MAISON MANN (Buckles). 


Communicate with OFFICE of the REPUBLIC 
for Information Regarding Available Shoe Display Rooms 
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WHERE TO BUY 
Spats 











CHURCH’S 
Imported LINEN Spats 


in white, grey and tan, also SAILCLOTH 
spats. 
Used for formal and theatrical affairs. 


LYONS & COMPANY 
122 Duane St., New York, N. Y. 








DUNHILL 
SPATS 


Linen and White for 

Spring and Summer 

Samples on request. 
STAR FOOTWEAR MFG. 


Howard and Norris Sts. 
Philadelphia 

















To insure imme- 

diate delivery—we 

maintain a com- 

plete stock of fine 

spats to retail from 

$1.50 to $5.00. 
Send for price 

list. 


S. Rauh & Co. 
650 Sixth Ave. 
New York City 








SPARTON 


SPOTPRU SPATS: 


2 


profits. BEFORE AFTER 
Rub the spot or stair with a damp cloth 
and presto!—a fresh spat. 


Twice as easy to sell as ordinary spate. 


CHAS. F. CLARK, Inc. 
1403-1400 W. Congress St, cHIcAco @ 





This new 
idea in spats 
this fall will 











WHERE TO BUY 


Store Fixtures 


HE 


NEW GOODWIN CATALOG 


STORE FINTURES 
INSTALLATIONS 
VIN & 

M 


of SHO! 
i STORI 


L. GO 


UC __ 














Billy Rogers—Shoe Merchant 


[CONTINUED FROM PARE 59] 


manage through assistants.” 

“TI can’t see the difference,” Billy in- 
sisted. “It’s merely a case of arith- 
metic. Whether it’s five men or five 
hundred, the individual is the same. 
You can’t convince me that men collec- 
tively act differently from what they 
do singly.” 

Jack was not convinced on that point, 
but he did agree that Billy’s method 
was best for the small store. 

June was the one who got the meet- 
ing down to business by asking Billy 
what the result was of the plan for 
selling some shoes at a larger gross 
profit than the regular one-third. 


“[Ts hardly time enough to say 
anything definite,” said the cautious 
Billy. “But so far I find that the two 
numbers we marked up to show a forty 
per cent gross are selling as well as the 
other two numbers, on which we get 
the usual thirty-three and a third.” 

“Which numbers are they?” Mallory 
Hupp asked. 

Billy smiled and answered. “I won’t 
tell you that, Mallory. If I did you 
might not be able to do so well. The 
fact is, people, I find that folks don’t 
know shoe value. I question if many 
retailers do. I am sure that if you put 
half a dozen shoes in front of me I 
couldn’t guess the prices within a dol- 
lar. How much harder it is, then, for 
the public to gage values. I guess we 
can only judge things by vague and 
ignorant comparison; I mean that if I 
wanted to buy a suit of clothes, I 
couldn’t tell whether it was worth 
thirty dollars or forty dollars. I depend 
on the salesman. And if I go to a rep- 
utable store and get some care and at- 
tention in fitting I don’t bother about 
two or three dollars eiuher way. That’s 
why I agreed to Jack’s plan of trying 
for a slightly higher mark-up to pay 
for the fitting service we give.” 

“But, boss.” It was Acks who spoke. 
“Doesn’t everybody have to get fitted 
when they buy shoes? I mean, er, 
other stores have to fit . . . and so 
where’s the difference?” he finished 
lamely. 

“I think we do a better job of fit- 
ting than most stores in town. With 
the possible exception of Parker’s, I 
think we do better than anybody. We 
take time enough to be sure we are 
right, and we ought to get paid for the 
extra skill in fitting which we sell with 
our shoes.” 

“That’s the stuff, Billy,” Jack put in 
enthusiastically. 

“Of course, I agree.” June now joined 
the discussion. “But where is the line 
to be drawn? If we get a forty per 
cent mark-up, why not a fifty? . . . See 
what I mean?” 

“Sure do. But here’s how I figure it. 
The merchants selling hardware or 
shirts, let us say, have to give no ser- 
vice. They merely wrap up the pound 
of nails or the shirts and the job’s done. 
We have to do more, yet their gross 
profit is the same as ours. So I think 
we are entitled to more profit when we 
give more. Jack sure opened my eyes 
to something when he brought it up a 
little while ago.” 

Mallory Hupp coughed apologetically 
as he said: “But didn’t Henry Ford say 
that the cheaper you sell the more peo- 
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ple yov can sell to and so get your 
expenses down and make more profit in 
the end . . . or something like that?” 

“Guess you are right,” Billy agreed. 
“But I wonder what would happen if 
we sold our eight dollar shoes for four 
dollars? Do you think people would 
think they were getting good shoes? | 
was talking to the manager of the War 
ranty Shoe Store, next door, the other 
day, and he said that one of their prob 
lems was to convince people that thei: 
four dollar shoes were really any good 
They get the class of trade who won’ 
or can’t pay more, but the buyer of ten 
dollar shoes can’t believe in the four 
dollar stuff. I figure you can sell to 
cheap as well as too dear. The job is t« 
find the price which will give you th« 
best gross profit and at the same tinx 
not s!ow up sales.” 

“Tt seems, then, one and all’—Jun« 
tried to look very judicial as she spoke, 
but with little success—“that the only 
way to know what is right is to se 
what happens when you try some 
thing.” 

“The old trial and error principle,’ 
Jack murmured. 

“Please don’t interrupt the speaker.’ 
June looked at him with mock severity 
“To continue, gentlemen—and Jack. It 
would seem that if the two numbers 
continue to sell well at the higher mark- 
up, there is no reason to lower it. But 
I take it, we must have shoes at differ 
ent prices so that we will either have 
to sell some shoes at lower mark-up o1 
else buy some cheaper shoes to fit in 
the lower price range.” 

Acks blinked hard and shook his head 
as he tried in vain to follow the intri- 
cacies of price policies. 


ILLY closed the discussion on the 

matter by saying: “Let’s leave it, 
fellows. We will try some numbers at 
the higher mark-up. I will decide 
which numbers look unusually good 
values and we will get the extra for 
them.” 

“That’s what uncle calls getting a 
profit from skillful buying,” Jack com- 
mented. 

“Anything else for tonight?” Billy 
inquired. 

“T’d like to ask,” Mallory Hupp said 
thoughtfully. “if you figure that the 
Warranty Shoe people opening next 
door has hurt our business much? I 
know when they opened I got scared. 
The chain stores are sure hot competi- 
tion.” 

They all looked at Billy, who smiled 
cheerfully as he answered. “If I had 
been selling a very cheap line of shoes, 
I guess they would have put me out of 
business. But we sell a far better shoe, 
so that there is no direct comparison. 
I really believe they have helped us, 
for they’ve brought trade by our store 
which might not have come otherwise. 
Thanks to ‘Lilacs’ window trimming, no 
one can confuse our styles and quality 
with theirs. I think by comparison 
that our shoes look better than theirs. 
I mean better value for the money. I 
don’t worry about the chain store com- 
petition. They are good, clean compe- 
tition. When I hear fellows whining 
about the chain store competition I 
think it’s fear that licks ’em—not the 
chains. ‘Then, again’—Billy seemed 
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AN ACCURATE FINANCIAL RECORD 


of your business—one important key to success 
















BOOT AND SHOE RECORER 
FINANCIAL RECORD 
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PURCHASES AND MERCHANDISE A COUN’ 
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YEARLY COMPARISON SALES. PROF 
IT AND LOSS AND 
ERIODS OF SIX MONTHS ANCIAL STATEMENTS BY 
YEAR 
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Contains sufficient sheets to cover one year’s requirements of 
average size busy shoe store. 


Re-fill sheets carried in-stock. 


Used in conjunction with our STOCK and DAILY SALES 
—— it gives the busy store accurate records of every 
etail. { 













The Boot and Shoe Recorder’s 
Financial Record 

is another distinct RECORDER 

merchant service. 


a 
vy 





ys 
_ 


This book provides for an accurate 
record, with entries made easy cov- 
ering income, outgo, cost, selling 
price, profit, liabilities, assets. 


Each sheet is properly headed and 
ruled to cover each operation and 
each department. 
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The Financial Record 
with cloth board loose leaf binder— 


consists of: 


100 Daily Sales Sheets 
(women’s, men’s, children’s 
hosiery, miscellaneous) 


6 Accounts Payable Sheets 

6 Accounts Receivable Sheets 

6 Cash Received Sheets 

6 Cash Disbursements Sheets 

6 Monthly Sales Summary Sheets 
6 Purchase & Merchandise Sheets 


1 Yearly Comparison and Financial 
Statement Sheet 
(all ruled both sides) 
144%,” x 11144” 


$12.50 


postage prepaid 
(Check with order, please). 

















BOOT AND SHOE 
RECORDER 


Merchants Service Dept. 
189 W. Madison St., Chicago, Illinois 
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Merchants Service Dept. 

Boot & Shoe Recorder 

Chicago, IIl. 

Please send me the Financial Record for 
which find check enclosed for $12.50. If 
this bookkeeping method does not meet my 
requirements, we have the privilege of re- 
turning same, postage prepaid, within 5 
days. 

TI. 4.0.6:0:054-0:06:08400900000066000006068 
SOeOSt cccccccccccccccccecesevccecoccees 
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WHERE TO BUY 


Puttees 
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RAPID TURNOVER 
UNUSUAL PROFITS 
ona 
Small Suvestment 
with 
Williams 
Nationally Advertised 
Leather Puttees 


Always IN STOOK. 
Men’s and Boys’. 
Various Styles. 


Write for our proposition. 


Manufacturing Co. 
Mfrs. of rs of Leather Puttees 
MOUTH OHIO 

















WHERE TO BUY 
Children’s Shoes 








Approved by Medical Men 


As a fully ventilated 
shoe the 


1186 Ne. Main 8&t. 4 
Breekton, Mass. 











IDEAL BABY eg co. 


MRS. L. DAY 
887 a Avenue 
New York 
828 W. Jackson Bivd. 


1807 Washington Ave. 
8t. Louis 


49 Fourth 8t. 
San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 











Bend for Samples!! 
BOSTON BABY 


SHOE CO. 
Me. 1014-1016 Harrises 
Ave., 
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WHERE TO BUY 
W ork Shoes 


7 os 


SPECIALISTS IN 
MEN’S and BOYS’ 


Goodwill Shoes 


“For Hard Service and LongWear’ 


Mass 
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BB Work and Service Shoes In Stock Mi 











to warm up to the subject—“just look 
at the Warranty people, for example. 
While they have been next door to us 
they have had three managers. How 
can they build up a following when they 
keep changing men so often?’ 

“Why do they, then?” Hupp asked. 

“T don’t know, but I can guess. They 
don’t pay enough to hold good men. 
And then the heads of the concern never 
see the men, so that if they get dis- 
couraged they quit because there is no 
one able to cheer ’em up, as it were. 
The road men they send around seem 
more like watch dogs than anything 
else. They mean all right, I suppose, 
but they have to check up the men and 
charge ’em with shortages. I don’t 
wonder the managers hate to see a road 
man drift in. Yet I don’t see what else 
the chains can do. I reckon they have 
their problems all right.” 


pUNe clapped her hands slowly and 
then said: “Now that the applause 
has died down, I wish to remark that 
Jack Brinstead is responsible for a de- 
cided increase in our charge accounts. I 
would further add, so that my freckle- 
faced friend will not take umbrage, if 
he knows what that is, that the ac- 
counts seem to be good. But the point 
is that we planned to do a cash busi- 
ness. We even have a card hanging up 
to that effect.” They all looked at the 
notice as June spoke. “If that notice 
means anything, shouldn’t we live up 
to it? But if not, down with it!” 

“Wait a minute.” Billy spoke quick- 
ly. “We agreed to run a cash trade 
unless we were asked definitely for 
credit, and even then only to give it if 
the customer was rated in the credit 
rating book supplied by the Chamber 
of Commerce.” 

“That’s all I’ve done,” Jack said. He 
seemed to be on the defensive. “You 
must remember that with the children’s 
trade, the mothers have to let their 
husbands pay the bills. I’m afraid if 
we don’t give credit we shall lose a lot 
of business.” 

“Do you think that the charge ac- 
counts have accounted for the big in- 
crease in the children’s business?” Billy 
asked. 

“Some of it, of course. But it didn’t 
bring them into the store in the first 
place. The advertising did that, while 
the variety of shoes and the interest 
the kids have in the Teddy bears helps 
a whole lot. Yet I do believe the charge 
accounts have held the customers to our 
store. I’m glad June brought this up, 
for I think we should go back to charge 
accounts; then we offer something that 
makes us different from the chains. 
We. compete with them by offering 
something they don’t.” 

Further discussion followed, but no 
progress was made. Billy saw that 
they were all tired, so called the meet- 
ing closed and insisted that they all 
join June and him at Felkington’s for 
ice cream by way of a special celebra- 
tion over the coming wedding. 

As Billy walked home with June that 
evening he asked her: “Don’t you think 
we ought to get hooked up pretty soon?” 

June looked down thoughtfully before 
replying. Then she said: “Honey, I 
am ready any time. Suppose you ask 
your mother when she wants to go to 
Philadelphia. She is such a darling 
that we ought to let her decide. When 
she tells you what her ideas are, I will 
be ready to marry you, big boy. And, 
honey, I’ll do my best to be a real 
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partner with you. You are a good scout, 
Billy boy. BILLY, don’t do that 
in the street!” 

Billy laughed with sheer happiness 
as he strode home. 

Jethro Blunt had a long talk with 
Morland a few days after Parker had 
heard from Professor Brinstead. He 
asked him if he had any suggestions to 
make as to his future plans. 

Morland shook his head despondently 
and drawled: “I can’t say I have, Blunt. 
The only thing I can think of is to try 
to get another chap to take Feather- 
few’s place. Perhaps I could get some 
one to come in if I gave ’em a chance 
to get an interest in the store. Of 
course, business is very bad now, what 
with chains and one thing and another 
but it will get better some time. It 
must.” He had hard work to keep de- 
spair out of his voice. 

“You know, Morland, that I want to 
help you. But it is only fair to say that 
I don’t think we can renew your note 
when it comes due. The best I could 
possibly hope to do would be to cut it 
in two.” 

“How much is it?” Morland asked in 
woebegone tones. 

“Why, two thousand dollars,” Blunt 
said with surprise. 

Morland shook his head. “I can man- 
age half of it by borrowing on my life 
insurance policy. But I hate to do that, 
because that’s all I have to leave the 
wife if anything happens to me. Then 
I want to put on a clearance sale and 
get rid of all that old stock I’ve got 
stuck away upstairs.” 

Blunt shook his head slowly. “That’s 
not the answer, Morland. That would 
merely dissipate your few assets. It 
isn’t a case of paying off the bank loan 
—although that has to be done. I want 
er to think of what you will do after 
that. 


M Q8LAnn looked blankly at the 
banker. His lips twitched as he 
stared. Then he seemed to pull himself 
together and groaned. “Blunt, I don’t 
know what to do. I seem to have lost 
my grip on things and I’m not as young 
as I used to be. I wish I could get a 
partner.” 

“Or sell out?” the banker asked cas- 


a 
orland looked up. “Do you think 
there would be a chance of that?” 

“Can’t say. But if you care to let 
me try, I may be able to suggest some- 
thing.” 

“Will you? Say, Blunt, I’d be eter- 
nally obliged to you if you could help 
me get out from under. I’ll forego 
good will and just take the cost of the 
stock and book accounts. That would 
be fair, wouldn’t it?” he asked the 
banker with piteous eagerness. 

But Blunt quickly dispelled that idea. 
“Couldn’t possibly do that, Morland. 
Your stock isn’t worth its original cost. 
And your book accounts may not be 
worth fifty cents on the dollar for all I 
know.” 

Morland drummed his fingers ner- 
vously on the banker’s desk. “Suppose 
I was to let my fixtures go for what 
I carry them on the books? I have 
written them down some every year so 
that they are now carried at a fraction 
of their original cost, and far less than 
what they are worth.” 

“Fixtures aren’t worth much—sec- 
ond-hand ones. And today most up-to- 
date merchants want modern fixtures. 
However, I can’t say whether you could 
get anything for them or not. I will 
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But with the’Nineties things began to change. 
First came the move for systematization in 
business. Then followed a period character- 
ized by the demand for efficiency in personnel 
and equipment. And more lately has de- 
veloped the scientific viewpoint in business 
—the respect for authenticity in basic data 
for manufacturing and marketing. 

The result is that today successful busi- 
nesses are managed by virtue of skill and 
knowledge rather than by weight of owner- 
ship. Executives quote the 


4) NOWLEDGE SITS IN + + 
WEALTH’S OLD SEAT 


In the ‘Eighties management was a matter of arbi- 
trary power. The Old Man owned the business, 
and other people did as they were told. When his 
fat fist hit the desk the argument was over. He 
had to take the chance of being wrong, for accurate 
knowledge of conditions and of methods was difficult 
to obtain. There was no generally accepted science 
of management. He had no other authority to fall 
back on than the power derived from his ownership. 


business men and the stimulation of thought 
by industrial and merchandising papers. 

For the rapidity of this progress the busi- 
ness press has been largely responsible. It 
has not only been a leader in progressive 
business thought but in itself it has been a 
chief agent in the gathering and presentation 
of facts—up-tothe-minute, definite, proved, 
organized and correlated facts—upon which 
business has built its present sound structure. 
To this vital usefulness the business press 

owes its influence with busi- 


authority, not of shares, but la (i ) ) { ness men. It has become an 
of facts. Exact knowledge of KoA ' yy] for essential factor in the daily 


technique, of materials, of 
methods and of economic 
conditions is the mark of 
modern business management. 


THis SYMBOL identifies an 
AB P paper - 


honest, known, paid circulation; 


. It stands for 


, straightforward business methods 
What brought about this and editorial standards that in- 


conduct of their affairs. It is 
this indispensability to its 
readers which renders the 
business paper of today so 
useful a means of advertising 


change? Three factors: the  ,yre reader interest... These for any manufacturer of a 
vision of individual leaders, are the factors that make a product sold to industry or 
the natural acumen of other valuable advertising medium. through the trade. 


Tue ASSOCIATED BusINEss PAPERS, Inc. 


FIFTY-TWO VANDERBILT AVENUE 


i + 


NEW YORK CITY 


Ths publication is a member of the Associated Business Papers, Inc. . . . a cooperative, 
non-profit organization of leading publications in the industrial, professional and merchandising fields. 


mutually pledged to uphold the highest editorial, journalistic and advertising standards. 
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WHERE TO BUY 


Shoe Ornaments 
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MESH BOWS 
ARE NOW 
POPULAR 


THE 
REYNOLDS <9 (o> COMPANY 


7 Eddy Street 
Providence, Rhode Island 


orm 














ORNAMENTS 
of RENOWN 





A rfected metal clir featured on our 

leather and fabric bows, which eliminates 

sewing, stapling and defacement of the 

shoe. It is quickly attached and detached. 
We specialize in metal bows and 
buckles and expertly designed ceptilian 
bows in all shades. 


Renown Leather Products, Inc. 
S4 West 2lst St. New York City 





do the best I can for you, but of course 
I cannot do more than put you in touch 
with a prospect. It will then be up to 
you to make your own dicker.” 

“I suppose I couldn’t get you to act 
for me, could I?” 

Blunt smiled rather sourly. “Noth- 


ing doing, Morland. I can only look 
after the bank. And I wouldn’t want 
to see anyone pay you more than a fair 
price, because I want the new owner— 
if we can get one—to be a good account 
for the bank.” 

Morland sighed nervously. He then 
stood up and after an indecisive pause 
he said: “Well, Blunt, if you can put 
me in touch with some one I’I] be thank- 
ful. But you make me feel that my 
business is not much good. . . . I'll get 
along now. . . . Good day.” 


FTER the worried shoe merchant 

- left, Blunt went over the figures in 
front of him. After a while he nodded 
his head as if satisfied with the result 
of his analysis. He then picked up the 
telephone and called Parker. 

“Hello. Emery. This is Jethro 
Blunt. The situation we talked over 
the other day shapes up about like this. 
The stock at original cost is about sev- 
enteen thousand. Fixtures cost six thou- 
sand, but are now written down to 
twelve hundred. Sales last year were 
about twenty-six thousand; they have 
fallen off lately. The gross is supposed 
to be thirty-five per cent, but T Gon't 
think it is so much. Expenses are sup- 
posed to be twenty-eight per cent, but 
they are more than that when the losses 
on bad debts, depreciation and the loss 
from stealing are added. Of course, 
money has been lost for the past two 

















WHERE TO BUY 


Store Fixtures 








BETTER SHOE FITTING 
SERVICE 
Saves Sales 
Makes Good Fitting Easy 
FRED TRIAL 


THE BRANNOCK DEVICE 
321 8S. Salina Street, Syracuse, N. Y. 











WHERE TO BUY 
Dancing Taps 











TAP SHOES 
$1.85 


Without Taps 
Attached 
$1.50 






TAPS | 
20e. per pr. 

Sold in lots of 
6 pairs only 





BROOKS SHOE MFG. CO. 


Swanson and Ritner, Phila., Pa. 


















years, and maybe for the past five 
years. That gives you all you need for 
now?” 

“Fine, Jethro. Professor Brinstead 
will be in Fretton next week. He has 
heard from Jack. That young man is 
more enthusiastic than ever over the 
shoe business. And he thinks Billy is a 
wonder. I suppose you know that Billy 
is going to get married soon. To the 
little Solent girl.” 

“No, I hadn’t heard. She’s a bright 
little thing, isn’t she? They seem to 
hit it off very well. Well, let me know 
if anything develops.” 


‘THAT same day Jack told Billy that 
the had a letter from his uncle. 
“He’s going to be in Fretton next week 
and he wants us to have dinner with 
him. Says he wants to know how we 
are getting along.” 

“Your uncle’s a great scout,” was all 
that Billy said. 

But that evening he talked the matter 
over with June while they enjoyed their 
hot chocolate at Felkington’s. 

“You know, wonderful, I’ve got a 
hunch that the old professor is going 
to ask how Jack and I are getting along 
and if I’m ready to let him get an 
interest in the business. I think I 
ought to be ready to say something 
don’t you?” 

June cocked her little head on one 
side, then with a smile remarked: “You 
and Jack get along pretty well, don’t 
you?” 

“Sure do.” 

“You need him, or some one like 
him, in the store?” 

“You said it.” 

“T should think it would be good dope 
to let him buy into the business. But 
you should keep control. You started 





90 





the business and have made it profit- 
able. But I wouldn’t decide anything 
in a hurry. And I would let Jack or 
his uncle make the first approach. Let 
them tell you what they think before 
you say anything. And don’t let your 
liking for Jack run away with your 
judgment. Make a good trade for 
yourself as well as for Jack. Don’t 
forget that as a married man you wil] 
find that two cannot live as cheaply as 
one!” 

“Gee, June, wont it be wonder- 
| rs 


A. S. Beck to Open Baltimore 
Store 


BALTIMORE, Mp.—Another new addi- 
tion to the retail shoe field of Balti- 
more, Md., will be made next month 
when the A. S. Beck Company of New 
York will open its first branch store at 
22 West Lexington Street. It will ov- 
cupy the three-story building formerly 
occupied by the local branch store cf 
Feltman & Curme Shoe Stores Co. The 
location is in the heart of the shopping 
district and especially is it in the heart 
of the retail shoe center of the city. 

Within the same block, which is 
bounded by Charles Street on the east 
and Liberty Street on the west, there 
are seven exclusive shoe stores and four 
other types of stores which maintain 
shoe departments. The A. S. Beck 
Company has taken a 20-year lease on 
the building. Extensive interior re- 
modeling and alterations will be effected 
and a new store front will be installed. 
It is planned to have the store one of 
the best in its class. 
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Vanity Boot Shop Opens 
in St. Louis 


St. Louis—The Vanity Boot Shop, 
805 Locust Street, opened March | 
under the management of Max Weis: 
of the Vogue Boot Shop. Sam Crasil- 
neck will manage the Vogue Shop. 

The fixtures in the new Vanity Boot 
Shop are orchid, rose and ivory, with 
the walls and ceiling of marble. An 
office is located on the balcony at the 
rear of the store. The range of prices 
will be from $10.00 to $13.50. An at- 
tractive entrance of the lobby type has 
been installed. 





To Make Popular Priced Shoe 
Ornaments 


PHILADELPHIA—The Vogue Shoe Or- 
nament Co., manufacturers of rhine- 
stone shoe buckles, 235 South Leithgow 
Street, Philadelphia, is a recently or- 
ganized subsidiary of the French Bead- 
ing & Novelty Co. of this city, a long 
established firm for the manufacture 
of high class shoe ornaments. 

The Vogue has been created for the 
purpose of producing a line of popular 
priced rhinestone ornaments. There is 


a demand for this kind of merchan- 
dise that the French Beading & Nov- 
elty are neither prepared nor desire to 
incorporate in their regular line. The 
Vogue Shoe Ornament Co., therefore, 
comes into existence to meet this trade 
need. 














Boor 
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And Now You Can Triple Your Profits on 


ELAMWAY 
CEMENTED 


SHOES 


for Growing Little Feet 


They’re Perfected in Two More Runs—5 to 8 and 8], to LI. 





The Great Success of ELAMWAY Shoes for 
Infants inspired us to bring out beautiful 
styles in the next two larger runs. 


The trade furthermore INSISTED upon this 
move, and our announcement in last week’s 
“Recorder” brought us a flood of congratula- 
tory telegrams and letters—also numerous 
orders. Those from retail merchants are being 
filled by our wholesale distributors. 


Remember — flexible cemented soles that 

~ re ay © cannot come off and No Tacks, No Nails, No 
Stitches—comfortable, smooth-tread, delight- 
ful shoes, well made and well styled. 











All Leading Jobbers Have ELAMWAYS. If necessary, write to us. 





The 1846 Way The Elamway 


Trade Mark 


No improvement in 84 years. Tacks Ss th i 
and stitches under tread. Wrinkled Sasoeth ee ees ss Ft 
linings. Meco Machines. 











F. S. ELAM SHOE CO., Ine. 
Two Factories Rochester, N. Y. 
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MORE FOR YOURL 


Our monthly display card service with price tickets not only gives the alert merchant more 
for each dollar invested, but supplies him with an attractive series of display cards timed 
each month to meet his window trim requirements. 

Window displays without cards are similar to holding a shoe in your hand before the cus- 
tomer, but saying no word about its Quality, Style, or Fit. 

We save you time in making your price tags. Monthly card subscribers are supplied with 
price tags each month to match the display card sales messages. 


FREE PRICE TICKETS 


are supplied with our monthly window card service. We supply with monthly service No. 1 and 2 
100 blank tickets printed on stock to harmonize with each month’s card service (or with hand-lettered 
prices imprinted—50c per month additional) . 


Price Tickets —IN-STOCK 


Samples will be sent on request of a variety of tickets with prices—24 Doz., $4.00; 12 Doz., $2.25; 6 Doz., $1.25 





NOW READY 


MARCH CARDS 


(3 Colors—Blue-gray—Red—Black) 
Modernistic 3-color design on board—7 x 12 








(Either with or without text) 


Check With Order, 
Please 
Select any subject below by number 


Available to merchants in towns only 
where there is not an annual card service Above illustrates one of 


member. March cards — dainty, 
WOMEN’S colorful—3-color board, 


2 water color imprint, 
1—This is a Suit Spring—Strap text in black 
Slippers and oxfords com- 


are arriving / 
May we show you what 


is to be in Vogue this 


spring? 


Above shows our modernistic card holders, 
gold with black trim (3-color festoon base 
between frame and plateau); enhance the 
beauty of your window cards—harmonize 
with the finest of window display fixtures 























plete. 9—For you “EARLY BIRDS’— 


2—Shoes for the Young Modern 
—expressive of grown-up pat- 
terns. 

3—For Afternoon—to cleverly 
compliment the flowing lines 
of the new length dresses. 

4—Pumps with their ever youth- 
ful allure to— 


MEN’S 

5—Let ’Er Rain! Scotch grain 
sheds water, but not their 
style. 


6—Spring Shoes for every man 
—oxford styles, newest lasts. 


GENERAL 

7—Careful fitting is a feature 
of OUR SERVICE—minimize 
foot fatigue. 

8—Fifth Avenue Styles, at 


Pierre’s—or tea at the Ritz— 
you will se no— 


new line of Golf Shoes— 
Fore! 

10—There’s economy in buying 
an “EXTRA PAIR”—pro- 
mote foot wealth by frequent 
changes. 

11—GOOD APPEARANCE pro 
motes success—is your shoe 
wardrobe— 

12—OUR MOTTO —Selling Shoe 
Right — right fitting — style, 
price. 


CHILDREN’S 





13—Do the CHILDREN NEED 
SHOES? Growing feet need 
special fitting— 


HOSIERY 
14—FILLING STATION _ for 


your hosiery wardrobe—Paris 
lace clocks—longer skirts. 


(Above texts abbreviated in some cases) 
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YDISPLAY DOLLARS 


12 hand designed cards each month, each with different sales mes- 
sages, printed in attractive colors, size 7 x 11 inches; with 100 


$500 


Monthly additional). 


8 cards 
100 blank price tickets 
4 card holders 


blank price tickets to harmonize with service cards each month (or 
with prices imprinted, selection of prices as wanted, 50c. per month 
Also 6 card holders with first month's service. 


Service 
No. 3 
$300 


Monthly 


6 cards 
50 blank price tickets 
2 card holders 


Added Features 


“Store Window Bulletin” 
offers merchandising and display suggestions 
each month. 


Special Cards 


to meet some individual store need. 


Additional Card Holders 
supplied at nominal charge. 





The Stand-up Ticket 
All Regular and Clearance Sale Prices. 


Any prices wanted 25c to $22.50—Green Border 
Any prices wanted 85c to $14.00—Orange Border 
” 6-doz. odd lot 
assortment $1.10 
12 doz.—¥$2.00 
24 doz.—$3.50 
12 each of 6 prices 85c 
12 doz.—$1.50 
24 doz.—$2.50 
1 doz. of one price 15c 


Cash or stamps with 
order 


Comes in either Orange or Olive 
Green Border—Black Figures 
(Actual Size) 





Merchants Service Dept. 


BOOT AND SHOE RECORDER 
189 W. Madison St., Chicago 
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Exchange of Cards 
The privilege of exchange of current month’s 
cards is available to annual card service members 
who may find listed card texts (abbreviated on 
page opposite because of space requirements) 
which better cover their merchandising program. 


COUPON 


BOOT AND SHOE RECORDER, 

189 W. Madison St., Chicago, Iil. 

Please enter our order for the Recorder “Sell- 

ing Messages” card service No. for one 

year, consisting of ————cards, each month and 
art card holders, with the first month’s 

service, beginning with cards for March for 

which we will pay $——— per year, payable 

$———— per month. 

For cash in advance full year’s service, 5% dis- 

count. 

(If for any unforeseen reason we wish to discon- 

tinue service before expiration of order, we agree 

to pay $1.00 per month additional for each 

month’s card service delivered and agree to re- 

turn card holders.) 

We sell Men’s, Women’s, Children’s shoes and 

hosiery. (Cross out lines not carried.) 

Printed Price Tickets:— 


g gZ 
? ? 





Store Name 




















—_ 


Each of the Publications 
of the U. B. P. 
Is Respected in its Field 


Metal Trades 
The Iron Age 











Hardware Trade 
Hardware Age 
Hardwage Age Catalog 
Hardware Age Verified List 
Textile 
Dry Goods Economist 
Economist Buyers Directory 
Nugents 
Nugents Directory 
National Dry Goods Reporter and Dry- 
goodsman 
National Dry Goods Reporter Wholesale 
Chicago Buyers Directory 
Shoes and Hosiery 
Boot and Shoe Recorder 
Hosiery Age 
Jewelry and Optical 
Jewelers’ Circular 
Optical Journal 
Jewelers’ Circular Buyers Directory 














Automotive 
Automotive Industries 
Automobile Trade Journal and Motor Age 
Motor World Wholesale 
Commercial Car Journal and Operation & 
Maintenance 
Automotive Industrial Red Book 
Chilton Automotive Multi-Guide 
Chilton Aero Directory and Catalog 
Chilton Highway Register 
Oil 
Oil Field Engineering 
Chilton Petroleum Hand Book 





Toys 
Toy World 


Plumbing & Heating 
Sanitary & Heating Age 


Warehousing 
Distribution & Warehousing 








Insurance 
The Spectator 
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ED BUSINESS 


T 39th STREET 


F. J. FRANK 
ARNOLD L. DAVIS, SECRETARY 
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Leadership for Over 61 Years 


The Jewelers’ Circular 


For more than sixty-one years, THE JEWELERS’ CIRCULAR has been the leading pub- 
lication of the Jewelry Trade. It covers both the retail and wholesale markets, and 
is read by the leading manufacturers as well. Its subscribers embrace approximately 
90% of the total buying power of this important market for diamonds, gems, watches, 
clocks, silverware and artwares. 


It is “THE GREAT NATIONAL JEWELRY WEEKLY” being headquarters for all 
information regarding the trade and in addition to an aggressive preachment of mod- 
ern merchandising it publishes valuable technical articles, the Horological Review, etc. 


For the past 25 years it has published more advertising pages each year than any other 
three publications in the trade combined. It has available for distribution copies of the 
“LOUPE” representing surveys of some of the major cities of the United States. 





It offers wide circulation, dominant position in the industry and extremely interesting 
advertising rates. 


THE JEWELERS’ CIRCULAR 


A Unit of the United Business Publishers, Inc. 
239 West 39th Street New York City 


PUBLISHERS, INC. 


NEW YORK CITY, N. ° 


PRESIDENT Cc. A. MUSSELMAN, VICE-PRESIDENT 
F. C. STEVENS, TREASURER 
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THIS MAY BE 
YOUR OPPORTUNITY # 












SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 






















SALESMEN WANTED 


Live wire business producers for fast selling line of women’s novelty shoes 


retailing $4.00 to $6.00. Carried in stock in 
in connection with non- conflicting line. 
advance against orders. 


widths. Do not object if carried 


Liberal commissions with weekly 
Submit full particulars with references. 


Replies 





MINNESOTA 


confidential. 
TERRITORIES NOW OPEN 
INDIANA IOWA 
OKLAHOMA TEXAS 


ADDRESS B-712, care Boot and 
Madison Street, Chicago, Illinois. 


KANSAS & MISSOURI 
Shoe Recorder, 189 W. 

































Finest quality infants’, children’s 
and_ misses’ 
backed by 
merchandise appeal. 
priced 
larger accounts. 
high grade, successful men who 
can present a real merchandising 
proposition. 
liberal 
big incomes. 
and experience. 


Address B-713, care Boot and 
Shoe Recorder, 189 
St., Chicago, Ill. 


CHILDREN’S LINE 


Goodyear welts— 
a new and unusual 
Popular 
line for the better and 
Want only a few 


Large  territories— 
arrangements—chance for 
Give us full details 


W. Madison 





EXCEPTIONAL 
OPPORTUNITY 


Can be had by high class seasoned 
shoe salesman, to make connection 
with an established growing con- 
cern in Middle West, making high 
grade men’s and ladies’ slippers, 
who are now marketing an added 
line of slippers made by the ce- 
mented process, which presents 
wonderful future. Connection re- 
quires services and nominal capi- 
tal, with good returns to right 
party. Don’t answer unless experi- 
enced and financially able to ne- 
gotiate. 

Address B-705, care Boot and 
Shoe Recorder, 239 West 39th 
St., New York, N. Y. 























spats and 
those who have time to allow them to carry a 


shoe ornaments as a_ sideline, 













tories: 
Georgia, 


S HOE salesmen wanted to carry a line of SALESMAN wanted for the following terri- 
South Carolina, 
Virginia, Alabama, Kentucky, Tennes- 


North Carolina, 






















side line, answer only with references. Man- see, Louisiana, and Mississippi; Ohio, Michigan, 
olis Manufacturing Company, 4248 No. Craw- Indiana, Illinois, Wisconsin. A fast selling line 
ford Ave., Chicago, Illinois. of boys’ shoes for volume trade. Few numbers 
—McKays and Welts in stock to retail at $1.98 
HOE salesman wanted to carry general whole- to $2.98. Dress and Sport oxfords, snappy 
sale line for Western Pennsylvania. Give and stylish. Send full particulars with appli- 
information as to lines carried and shipments cation as to qualifications. Strictly commission 
last two years, age and two responsible refer- basis. Commission paid _ semi-monthly. 
ences. Hurd Shoe Company, Inc., Utica, objection to side line. Harrison Shoe Com- 
ms Ws pany, Paris St., Everett, Mass. 
ifi ee 
Classified and Opportunities Department 
RATES AND OTHER INFORMATION 
Copy must be received at the Boot and Shoe rr 239 West 39th 
St., New York, N. Y., om Monday of the week of publication tn order 
that advertisements ys ublished same week. ph 
will be put over to the following week’s issue. 
POSITIONS WANTED When advertisers desire answers te 
4< per word. Minimum Charge 75. come in our care twelve words must 
LINES WANTED be allowed for address. When adver- 
4c per word. Minimum Charge 75¢. tisers desire replies forwarded direct 
to their address ea of their 
ALL OTHERS address must be counted in the adver- 
Je per word. Minimum Charge $1.25 tisement and paid for accordingiy. 
alg. 5 DISPLAY SPACE Payment in advance is x 
dollars per inch. Allow 45 cept when regular advertisers, as 
a Wy amounts are too small to open accounts. 
—— 
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SHOE SALESMAN 


BROOKLYN MANUFACTURER OF 
WOMEN’S HIGH GRADE HAND TURNED 
SHOES DESIRES EXPERIENCED MAN 
WHO —- WELL CONNECTED TO HANDLE 
LINE NEW YORK AND VICINITY 
STATE. AEXPERIENC & AND REFERENCE. 
Address B-696, care Boot and 
Shoe Recorder, 239 West 39th 
St., New York, N. Y. 








jj 


Salesmen Wanted 


We want business producers to carry 
short line of popular priced children’s 
and misses’ welts as a side-line propo- 
sition. 

Territories open: New Bngland, New 
York State, Greater New York, Pennsyl- 
vania, Central Atlantic States, South 
Atlantic States, Gulf States, Texas, 
Missouri and Arkansas, Tennessee and 
Kentucky, Eastern Canada, Western 
Canada. 

If you are working any of these states 
and can produce business this is your 
opportunity. Commission paid monthly 
at seven per cent on net shipments. Line 
sequmectenes in — West. Address 

B-651, care Boot and Shoe Re- 
corder, 189 W. [fie St., Chi- 
cago, Ill. 














ANTED—Experienced salesmen to sell on 
commission line of novelty Special Process 
Arch footwear for women retailing at $4.00 and 
$5.00. Territories open Western Mass. with Ver- 


mont and New Hampshire, S. Carolina, Geor; 
et en So. Dakota and N. Dakota. Addr 
B-683 
39th St., New York, 


ANTED—SALESMEN or SALESLADI! 

—in all sections now 
Wear or Shoes in Infants’ Wear Department 
and Stores, 
commission basis, our well known, short, po; 
lar priced line of HAPY TOZ Juvenile Shoe 
sizes 1 to 5. All numbers stocked. 





The greatest shoe ever built for small chil- 


dren, being recommended by leading Ort 


pedic Specialists for perfect fitting qualities 


flexibility and smooth insoles. 

Desire connection with A-1 
only. Rare opportunity. W. C. 
INC., Rochester, N. Y. 


ALESMAN WANTED—A side line prop: 


Representati\ 





tion of real merit for shoe salesman, pays 


25% commission. Hammock Arch Support i 
different from all others. 
Hammock Arch “ port Co., Inc., Kasot 


Bldg., Minneapolis, Minnesota. 








ALESMAN—For Middlewest territory to s«! 
side line of women’s high-styled Littleway 


shoes, retailing $7.00 to $8.50, made in Bro 
lyn. Commission only, no drawing accou: 
Must be well recommended. Good propositi 
for right man. State full particulars in fir 


letter, correspondence confidential. Address 
B-704, care Boot and Shoe Recorder, 239 Wé« 
39th Street, New York, N. Y. 





FOR SALE 





OR SALE Popular Price Shoe Store. Es 
tablished 12 years in Warren, Ohio; doing 8 
Reason for selling is loss of 
_Gottesman, 152 


nice business. 
Husband. Address, Mrs. M. 
Dennick Ave., Youngstown, Ohio. 
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care Boot and bax Recorder, 239 W. 


selling Infants 


to carry as side line on high rate 


GOODGER 


Write for particulars 
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FOR SALE 








SELLING AGENT WANTED 


SELLING AGENT WANTED 





Ok SALE—An excellent opportunity in a 
F established business where shoes can be car- 
ried very profitably in a city near Boston. 
Small amount of cash will swing it. Address 
B-689, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 





Fok SALE—Small Exclusive Ladies’ Boot 
Shop in Central Wisconsin doing nice busi- 
ness. Will require about $4,000. If interested 
write Address B-707, care Boot and Shoe Re- 
corder, 239 West 39th Street, New York, 
Be Bs 





~~ SIDE LINE SALESMAN 








YOUR WIFE 

If she travels with you and is young and 
energetic, can more than pay her way 
with a very small, easily sold side line. 
Have her write to B-701, care of 
Boot and Shoe Recorder, 239 
West 39th St., New York, N. Y., 

giving full details as to territory covered, 
ae B of trips yearly, size of towns 
covered, lines which you handle and 
over complete details. 














POSITION WANTED 


HARD WORKER with following in better 
trade; good past records; open for line of 
men’s popular price; will consider other lines; 
for Chicago and Middle West. What have 
you? Address B-710, care Boot and Shoe Re- 
corder, 189 W. Madison Street, Chicago, Ill. 


TH ROUGHLY experienced shoe man thirty- 

) years of age. Desires responsible posi- 
tion that offers advancement. Fifteen years of 
gooi Northern and Southern reference. 
anywhere. State your proposition. Post Office 
Box 7144, Miami, Fla. 


yo NG man 24, married, Jewish. Have been 
shoes practically all my life. Employed 
at present by one of the largest cut rate shoe 











chains in the capacity of assistant manager. 
Desires to make change in the East. Can give 
best of references. Address B-709, care Boot 


and Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


EXP ERIENCED manager, buyer and _ sales- 
man of Men’s, Women’s and Children’s 
shoes desires connection with reliable shoe or 
department store. Can produce results; high 
grade references. Address B-711, care Boot and 
rd er. 239 West 39th Street, New 
ork, WN. ° 








TO LET 








Reading, Pa., leading store offers a 
wonderful opportunity to a reliable 
shoe operator specializing in women's 
and children’s medium and better 
priced shoes. New fixtures installed. 
Minimum guarantee. Percentage 
basis. Quick action necessary. 


IMBER BROS., READING, PA. 














FOR RENT 


OR RENT—Space for shoe department in 

store established forty-six years, sellin 
everything ready to wear for men, women an 
children. One hundred per cent location. A. 
Starr Company, Zanesville, Ohio. 


Uru SUAL OPPORTUNITY for shoe store; 

choicest location in city, occupied by shoe 

business forty years, now for rent; good buying 
ublic; large trade territory. Noren, 
ierre, South Dakota. 











SPACE for rent for men’s shoe department in 

old established clothing and furnishings 
store. Best location in town of one hundred 
thousand inhabitants, splendid surrounding ter- 
ritory. Address B-703, care Boot and Shoe 
Recorder, 239 West 39th Street, New York, 
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WANTED—WELL ORGANIZED AND 
EXPERIENCED SELLING AGENCY 


or agent to take over sale of popular priced ladies’ and 
men’s welt shoes in the entire United States for one of 
Europe’s leading manufacturers with an international rep- 
Replies treated strictly confidential. 

Robertson, 41 Spruce Street, New York City. 


Louis J. 











LINE WANTED 





W ANTED—Women’s In-Stock Novelty line 

to retail four and five dollars. Can place 
the right line with 100 desirable accounts in 
North Carolina, South Carolina and Georgia. 
Address B-708, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





ALESMAN with good following, New York, 

Westchester County, Hudson River Valley, 
desires line shoes or slippers. Address B-706, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


Le WANTED—For State of Oklahoma or 
West Texas. Twenty years’ retail experi- 
ence. Past five years head of shoe department. 
A-1 references. Address B-702, care Boot and 
ee aa 239 West 39th Street, New 
or 








WANTED TO PURCHASE 








If you contemplate selling your 

entire or surplus stock com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 1448 








We are open to 


BUY FOR CASH 


retail stocks of SHOES—GENERAL MER- 
CHANDISE — Unexpired leases assumed 
POSTER @ DEUTSCH 
436 Grand St., New York City 
Phone Dry Dock 0352 


BUSINESS OPPORTUNITY 





WANTED 
Family Shoe Store 


Will buy established family 
shoe store handling medium 
grades in good town of 25,000 
population or more in New 
York State, Pennsylvania or 
Eastern Ohio. Want store 
doing over $50,000 per year 
at retail. Stock and fixtures 
must be priced right on basis 
Give descrip- 


tion of location, terms of lease, 


cash purchase. 


rental, amount of inventory 


and price in first letter. 
Address B-690, Care of 
Boot and Shoe Recorder 
239 West 39th Street 
New York, N. Y. 











TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bié 
(Bstab. 40 years.) Cash transactions 


Export Surplus Purchase Co., Ine. 
596 Broadway, New York, N. Y. 
Telephones Canal 6874 and Canal 665% 














MERCHANTS’ NEEDS 










4 M Samples 
Price Tickets $27: 
Original Designs in Colors and Odd 
Shapes. 21 years nothing but Tickets 
Largest Size 3 by4 New Styles constantly 

L Bivd. 
B. STAUFFER “tos'anceves. cat. 
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YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn b 
income in service fees. A new system 0 
foot correction; readily learned by any- 
one at home in a few weeks. HWasy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency or 
soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 

















PATENTS 
‘PATENTS 
ane om P- — a applying for a. Den’t 


D ie your Bend 
sketch or model for instructions or write for 
FREE %. 


book, “How to obi 
‘‘Record of Invention’’ ma No charge for 
po on how to 


coveten Clarence A. O en, tent 
Attorney, 453-B, Security Savings and Comm’) 
Bank Building (directly | street from U. 8. 
Patent Office), Washington, D. C. J 





























MERCHANTS’ NEEDS MERCHANTS’ NEEDS MERCHANTS’ NEEDS T 
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iB UsSINESS 
BO AROMETER 


Business Changes 


ARIZONA—Phoenix—El Paso Store; boots, 
shoes, etc.; reported sold or closed out business. 

KENTUCKY—Franklin— Wilkerson & Gilles- 
pie; boots, shoes, ete.; succeeded by Gillespie & 
Jones. 

Prestonburg — Day Army & Navy Stores; 
boots, shoes, ete.; inc. authorized capital $2,000. 

MAINE — Presque Isle -—-Fox Clothing Co.; 
boots, shoes, etc.; reported sold or closed out 
business. 

MASSACHUSETTS—Boston—American Syndi- 

Inc.; boots and shoes; recently incor- 
porated. 

Walter Foley Shoe Stores, 
shoes; recently incorporated. 

Cambridge—Salvatore Macarilli 
Shoe Store); boots and shoes; 
George Silverman. 

Chelsea—Heimac’s Bootery (444 Broadway) ; 
boots and shoes; succeeded by K. S. Garabedian. 

Springfield—Morris, Young, Inc.; boots, shoes, 
etc.; recently incorporated. 

Woburn — Beacon Dep't Stores: 
shues; inc. authorized capital $25,000. 

MICHIGAN—Detroit—T. M. Hanpt (2407 Jos 
Campau Ave.); boots and shoes; succeeded by 
Paul Buscemi. 

Hancock—Stern & Field of Hancock; boots, 
shoes, ete.; inc. authorized capital $35,000. 

MISSOURI — Trenton — Trenton Shoe Store 
(816 Main St.) ; boots and shoes; name changed 
to Foster’s Shoe Store. 

NEBRASKA—Central City—Fitzgerald Bros. 
(Fitzgerald Clo. Co.) ; boots, shoes, etc. ; reported 
sold or closed out business. 

NEW YORK—Mackta Bros., Inc.; boots and 
shoes; incorporated. 


Inc.; boots and 


(Babe Joe’s 
succeeded by 


boots and 


Sanco Shoe Corp., Inc.; boots and shoes; in- 
corporated. 

New York City—Ansonia Bootery, Inc.; boots 
and shoes; capital increased from $50,000 to 
$150,000. 

Art Boot Shop, Inc.; 
authorized capital $5,000. 

Barney’s Son, Inc.; boots 
authorized capital $20,000. 

Giacinto Centrella (Giacinto’s 
Kenmore St.); boots and shoes; 
or closed out business. 

Daybny Shoes, Inc.; boots and 
authorized capital $10,000. 

Family Shoe Corporation; boots and 
capital increased from $5,000 to $20,000. 

Milgrim Shoes, Inc.; boots and shoes; 
authorized capital $20,000. 

S. Naboischek ; boots and shoes, inc. authorized 
capital $10,000. 

Samuel Troy (553 Fifth Ave.) ; 
shoes; sold to Lucky Shoe Shop, Inc. 

Penn Yan—McAdams Shoe Co., Inc.; boots 
and shoes; name changed to Excell Boot Shop. 

NORTH CAROLINA—Rocky Mount—John B. 
Exum, Inc.; boots, shoes, etc.; inc. authorized 
capital $50,000. 

OHIO—Cleveland—Midwest Shoe Corp.; boots 
and shoes; inc. authorized capital $200,000. 

OKLAHOMA — Woodward — T. &. Duffy, Sr. 
(“The Booterie”’); boots and shoes; removed to 
Waynoka, Okla. 

PENNSYLVANIA—Altoona—Randell & Sim- 
mers; boots and shoes; partnership dissolved; 
succeeded by Walter Simmers. 

TEXAS — Texarkana — Kennedy’s Shoe Store; 
boots and shoes; inc. authorized capital $10,000. 


boots and shoes; inc. 


and shoes; inc. 


(42 
sold 


Bootery) 
reported 


shoes; inc. 
shoes ; 
ine. 


boots and 








Failures, Embarrassments, Etc. 


In our 


issue of March I, Shire Grad, boots and 


shoes, of 


Augusta, Georgia, was reported as being involved in bankruptcy 


proceedings. 


This was an error for which we apologize. 


The 


business is being cortinued as usual. 


FLORIDA — Daytona Beach — Haney’s, Inc. ; 
boots, shoes, ete.; reported petition in bank- 
ruptcy. 

Dunnellon — William Sirkin (Unitted Dep’t 
Store); boots, shoes, etc.; reported petition in 
bankruptcy. 

GEORGIA—Augusta—S. Steinberg; boots and 
shoes; reported petition in bankruptcy. 

Douglas—E. Thomas; boots, shoes, etc. ; 
ported petition in bankruptcy. 

ILLINOIS—Kankakee—Joseph Shapiro; boots, 
shoes, etc.; reported petition in bankruptcy. 

Oak Park—Abe Schiff (Oak Park Drygoods 
Store); boots, shoes, etc.; reported petition in 
bankruptcy. 

Waukegan—J. H. Harris; boots and shoes; 
reported petition in bankruptcy. 

INDIANA—Auburn—Wm. D. Hautzer (Red 
Goose Shoe Store); boots and shoes; reported 
petition in bankruptcy. 

Reeves Cut Price Store; boots and shoes; re- 
ported receiver appointed. 

MAINE—Biddeford—Haggerty’s Shoe Store; 
boots and shoes; reported assigned. 

MASSACHUSETTS—Boston—Berman - Haskell 
(Shoe and Leather Co.) (112 Beach St.) ; boots, 
shoes and leather; reported called meeting of 
creditors for March 5. 

MICHIGAN — Detroit — Morris Barenholtz 
(13320 Fenkell Ave); boots and shoes; reported 
petition in bankruptcy. 

Joe Cohen & Bros.; boots, shoes, etc. ; reported 
petition in bankruptcy. 

ax Gell; boots, shoes, etc.; reported petition 
in bankruptcy. 

Albert Weinstein (2001 Chene St.); boots, 
shoes, etc.; reported petition in bankruptcy. 

MISSOURI—Jefferson City—Louis Zaxer ; boots 
and shoes; reported assigned. 

NEW YORK—Far Rockaway—Mary V. Nathan 
(Nathan’s Smart Shop); boots and shoes; re- 
ported assigned. 

Jamaica—Peter Pan Shoe Shops, Inc. (165-24 
Jamaica Ave.) ; boots and shoes; reported called 
meeting of creditors. 

Massena—Sam Zappia; boots, shoes, etc.; re- 
ported petition in bankruptcy. 

New York City—Julius Markowitz (formerly 
3850 Third Avenue); boots and shoes; reported 
petition in bankruptcy. 

Woodhaven—Abraham Neufeld (86-13 Jamaica 


re- 


Poor AND SHOE RECORDER 


combining THE SHOP RETAILER, March 15, 1930 


Ave.); boots and shoes; reported petition in 
bankruptcy. 

NORTH CAROLINA —High Point—N. H. 
Silver & Co.; boots, shoes, etc.; reported re- 
ceiver appointed. 

OHIO — Columbus — Norman S. Mack, inc.; 
boots, shoes, etc.; reported receiver appointed. 

Ryan Shoe Co.; boots and shoes; reported re- 
ceiver appointed. 

Newcomerstown — Murphy-Rogers Co.; 
shoes, etc.; reported receiver appointed. 

PENNSYLVANIA—Chambersburg—Arthur A. 
Kimple (Peoples Favorite Store); boots, shoes, 
etc. ; reported petition in bankruptcy. 

Jeanette—Louis Parish; boots and shoes; re- 
ported offering to compromise at 25 per cent. 

Latrobe — Domenica Curto (Curto’s); boots, 
shoes, ete.; reported petition in bankruptcy. 

Philadelphia—Louis Bellow (241 North Ninth 
St.); boots, shoes, etc.; reported petition in 
bankruptcy. 

Michael Cohen (6053 Ogontz Ave.); boots, 
shoes, etc.; reported petition in bankruptcy 

St. Clair—Jonas Lightstone; boots, shoes, ete. ; 
reported petition in bankruptcy. 

TEXAS — Seymour— W. B. Alexander Co.; 
boots, shoes, etc.; reported assigned. 

WISCONSIN—Fond du Lac—A. Kotzin (132 
S. Main St.) ; boots, shoes, etc. ; reported petition 
in bankruptcy. 

Milwaukee — Morris Kniaz (‘First Avenue 
sargain Store’) (1077 First Ave.) ; boots, shoes, 
etc. ; reported petition in bankruptcy. 

Joseph Lieb (Leibovici) (1037 Third St.); 
boots and shoes; reported offering to compromise 
at 25 per cent. 

Stevens Point—F. Zolander Co.; boots, shoes, 
etc.; reported assigned. 

Stoughton—Anderson Slam Clothing Co. ; boots, 
shoes, etc.; reported assigned. 


boots, 


New Shoe Dealers 


Miami, Fla.—W. T. Grant Co., 11 E. Flagler 
St. (soon). 

Covina, Cal.—J. C. Penney Co. : 

Redlands, Cal.—Karl Shoe Co., 22 E. State St. 

Los Angeles, Cal.—C. B. Grimes, 3129 S. Ver- 
mont Ave. 
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Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


Lowell, Ohio—Clark & Brittigan. 
i. Be 1671 


New York, Lester Shoe Shop, 
Broadway. 

New York, N. Y. 
Myrtle Ave., Glendale. 

Prestonburg, Ky.—-Army & Navy 
Francis Bldg. 

New York, N. Y.—Barney’s Son, Inc. 

Fairmount, Neb.—E. G. Tunks. 

Tulsa, Okla.—The Douglas Shoe 
Main St. 

Missoula, Mont.—J. N. McCracken. 

Henryetta, Okla.—C. P. Reynolds, 
Bldg. 

Wesson, Miss.—Anderson & Beall. 

Oregon, Ill.—J. A. Nordman, Washington St. 

Wyandotte, Mich.—J. Schneider, 3416 Biddle 


Burns Shoe Store, 2828 


Store, 


520 S. 


Co., 


Jeffreys 


t. 

Tiosa, Ind.—Herbert Fry. 

Topeka, Kan.—Eagle Shoe & Clothing Co., 
801 N. Kansas Ave. 

Portage, Wis.—Weyenberg Shoe Mfg. Co. 
Portage, Wis.—Great Western Shoe Co. 

New York, N. Y.—Service Doll Shoe Co., 381 
4th Ave. 
Paris, Tex. 
Arcadia, Wis.—August 
Bldg. 

Paragould, Ark.—Charles Parrish. 
Chandler, Ariz.—J. C. Penney Co. 
Chicago, Ill.—Samuel Natenberg, 
Chicago Ave. 

Bayonne, N. J.—Barnhard & Pickman, 
Broadway. 

Centreville, Miss.—M. Blanck. 
Hardinsburg, Ky.—-Haynes Trent. 

Asheville, N. C.—J. C. Clement, S. 
Bldg. 

Louisville, Ky.—Juvenile Arch Preserver Shoe 
Shop., 1506 Bardstown Rd. 
Portland, Ore.—Charles F. Berg, 145-47 Broad- 


W. B. Huddletson, 32 Bonham St. 
J. Bauer, Felsheim 


5608 W. 
503 


& W. 


way. 
Pueblo, Colo.—Feltman & Curme, 522 N. 
Maine St. 

Galesburg, Ill.—The Knox 331 E. 
Main St. ; 
Lowell, Mass.—Burchell’s Meri- 
mac and Central Sts. 

Auburn, Me.—Auburn Last Remodeling Co. 
Lawrence, Mass.-—Gilbert Chenoweth Shoe Co., 
Canal St. 
Columbus, Ohio 
Smithers, W. 
House, Inc. 
Columbus, 
Greenville, N. C. 
Richmond, Ind. 
Kaukauna, Wis. 
Jacksonville, Fla. 
Florida, Ine. 

West New York, N. J. 
Homestead, Pa.—Federal 
Goods Co. 
Sioux City, 
Francis Bldg. 
Granite City, Ill.—A. Katz (soon). 
Jersey City, N. J.—Just Righ Shoe Co., 
213 Sip Ave. 
Coleman, Tex. 
Bldg. 

Pueblo, Colo. 
St. 

New York, N. Y¥Y.—Wolgol Shoe Sales Corp. 

Lewis, Iowa—Krohn & Stein. 

Walnut Grove, Ill.—Leroy Hunt. 

Diana Mills, Va.—Putney’s Store. 

Starford, Pa.—Starford Merc. Co. 

Salem, Mass.—_Warner Shoe Co., Goodhue St. 
Grafton, W. Va.—O. J. Morrison Stores. 
Arnettsville, W. Va.—Arnettsville Store Co. 
Gastonia, N. C.—-Cunningham & Co. 
Monroe, N. C.—Lee’s, Inc. 

Atkinson, Ill.—-Peter Buysee. 

Edinburg, Ind.—Edward Piercefield. 

Portsmouth, Ohio—A. B. Jones, 605 2nd St. 
Enid, Okla.—John C. Kelly, 217 N. Independ- 
ence St. 

North Berwick, Me.—Edward Matthews. 

Richmond, Va.—I. Miller & Sons. 

San Pedro, Cal.—Le Roy E. Kain, 335 6th St. 
Wilmington, Cal.—LeRoy E. Kain. 
Jacksonville, Fla.—Israel’s Shoe Store, 208 W. 
Adams St. 

Centerville, Iowa—Sam Katter, Hub Bldg. 
Centerville, lowa—Charles Katter, McCon Bldg. 

Missoula, Mont.—J. N. McCracken Co. 

+ eames Okla.—C. P. Reynolds, Jeffreys 
Bldg. 


Sales Co., 


Shoe Stores, 


Monett, Inc., 3 E. State St. 
a.—W. D. Jamisons Bargain 
Ohio—The Dickerson-Logan Co. 
Cooper & Brush. 
Borton & Thomas. 
The Fair Store. 
Cantilever Shoe Stores of 


Rainbow Shoes, Inc. 
Army & Sporting 


Iowa Army & Navy Stores, 


Inc., 


Globe Dry Goods Co., Horne 


Ray Miller, Inc., 221 N. Main 


Wesson, Miss.—Anderson & Beall. 
Portland, Ore.—Chumley Shoe Co., Inc. 





Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boot ANpD 
Suoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 





BOOTS AND SHOES 


Air Mail Shoe Co., Cincinnati, Ohio 
Athletic Shoe Co., Chicago, Ill 
Ault-Shackford Shoe Co., Auburn, Me.... 


Bass, G. H., & Co., Wilton, Me 
Beacon Falls Rubber Shoe Co., 
Falls, Conn. 
Biarritz Sandals, New York City 
Blog Shoe Co., Inc., New York City 
Boston Baby Shoe Co., Boston, Mass 
Boyd Welsh Shoe Co., St. Louis, Mo. 
Brooks Shoe Mfg. Co., Phila., Pa 
Burkley Shoe Co., Brockton, Mass 


Capezio, New York City 
Carter, J. W., Co., Nashville, Tenn 
Chase, W. S., & Sons, Haverhill, Mass.... 


Churchill & Alden Co., Brockton, Mass. 
4th Cover 


Clapp, Edwin, & Sons, Inc., E. Weymouth, 
ME academe a aacnincisasea ecw eoabinaesie 


Colt-Cromwell Co., New York City.. - = 
a een Company, Seaton, 


Beacon 


Dorothy Dodd Shoe Co., Boston, Mass 
Drew, Irving, Co., Portsmouth, Ohio 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 
Eby Shoe Co., Inc., Lititz, Pa 

Elam, F. S., Shoe Co., Rochester, N. Y... 
Emerson Shoe Mfg. Co., Rockland, Mass.. 
Evans, L. B., Son Co., Wakefield, Mass... 


Friedman, B., Shoe Co., New York City... 


Golo Slipper Co., New York City 

Goodrich, B. F., Rubber Co., Akron, O.. .50-51 
Goodwill Shoes, Holliston, Mass 88 
Greeley, A. W., Co., Haverhill, Mass..... 52 


Hurley Shoe Co., Rockland, Mass......... 70 
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Ideal Baby Shoe Co., Danvers, Mass....... 


Johnson, Stephens & Shinkle ane Co., 
St. Louis, Mo 


Johnston & Murphy, Newark, N. J 
Juvenile Shoe Co., Aurora, Mo 


Kendall Shoe Company, Haverhill, Mass... 
a Komfort Shoe Mfg. Co., Milwaukee, 
Wis 


Maize Shoe Co., Rochester, 
Malott, H. F., Shoe Co., Chicago, Ill 


Melanson, J. I., Sons Corp., No. Adams, 
Mass. 


Menihan Co., The, Rochester, N. Y 
Miller Rubber Products Co., Akron, Ohio.. 


Mishawaka Rubber & Woolen Mfg. Co., 
Mishawaka, Ind. 


Musebeck Shoe Co., Danville, Ill 


Nettleton, A. E., Syracuse, N. Y 
New England Shoe & Leather Assn., Bos- 
ton, Mas: Front Cover 


Old Colony Shoe Co., Brockton, Mass..... 
Packard, M. A., Brockton, Mass 


Paristyle Footwear Mfg. Co., 
York City 


Inc., 
Reynolds, Bion F., Brockton, Mass........ 
Richards & Brennan Co., Randolph, Mass. 


Sachs & Vigorith, Inc., Cincinnati, Ohio. . 
Schwartz & Herder, Inc., Phila., Pa 
Shaft-Pierce Shoe Co., Faribault, Minn... 
Smith, Wm. Sumner, Chicago, IIl 

Stacy Adams Co., Brockton, Mass 

Stern, R., Company, New York City 
Swan Shoe Co., Baltimore, Md 


Sweet, Alfred J., Co., Cincinnati, Ohio. ..5, 


Tupper Slipper Corp., Brooklyn, N. Y 


United States Shoe Co., Cincinnati, Ohio 
5, 20-21, 29 


Vitality Shoe Co., St. Louis, Mo 


LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass 
Amalgamated Leather Cos., Phila., Pa.. 


Barbour Welting Co., Brockton, Mass..... 
Creese & Cook Co., Boston, Mass 


Davis Box Toe Co., Brooklyn, N. Y 
Dryden Rubber Co., Chicago, II 
Evans, John R., & Co., Camden, N. J.. 
Foerderer, Robert H., Inc., Phila., Pa... 


Goodyear Tire & Rubber Co., Akron, 


Graton & Knight, Worcester, Mass...3rd Cover 
Hubschman, E., & Son, Inc., Phila., Pa... 
Lima Cord Sole & Heel Co., Lima, Ohio.. 


Ohio Leather Co., Girard, Ohio 


MACHINERY, LASTS, MFRS.’ 
DRESSINGS, ETC. 


SUPPLIES, 


Beckwith Mfg. Co., Boston, Mass......... 
Cavalier Corp., Baltimore, Md 
Kluge, E. H., Weaving Co., New York City 


Laing, Harrar & Chamberlin, Phila., Pa... 
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United Fast Color Eyelet Co., 
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Boston, 
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Goodwin, C. L., & Co., Inc., Worcester, 
Mass. 
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Rapids, Mich. 


Hecht Fixture Co., Chicago, II] 
Heywood-Wakefield Co., Wakefield, Mass... 


Kawneer Co., Niles, 


Milbradt Mfg. Co., St. Louis, Mo. 





Rublack, Emil, New York City 
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SHOE ACCESSORIES 


Clark, Chas. F., 


Lyons & Co., New York City 
Lyons Hose Protector Co., Omaha, Neb... 


Rauh & Co., S., New York City 


Sommers, J. L., Newark, N. J 
Star Footwear Mfg. Co., Phila., P 


Williams Mfg. Co., Portsmouth, Ohio 


Inc., Chicago, Ill 


MISCELLANEOUS 


American Printing & Label Co., Cincin- 
nati, O. 

Associated Business Papers, 
York City 


Inc., 


Export Surplus Purchase Co., Inc., New 


York City 
Hotel Belvedere, New York City 
Kirsch-Blacher Co., Inc., New York City.. 97 
Meyer, Frank C., Co., Inc., Brooklyn, N. Y. 98 
O’Brien, Clarence A., Washington, D. C.. 97 


Pollinger, M. D., Co., St. Louis, Mo. 
Poster & Deutsch, New York City 


Republic Bldg., Chicago, Ill 


Stauffer, B., Los Angeles, Cal 
Stephenson Laboratory, Boston, Mass..... 


United Business Publishers, 
York City 


Inc., 





GETTING MORE 
SHOES SOLD RIGHT 





BooT AND SHOE RECORDER PUBLISHING CO. 
239 WEST 39TH STREET, NEW YORK 
EVERIT B. TERHUNE, President 


WILLIAM M. LEBRECHT 
Vice-President and Treasurer 


Vice-Presidents 


GEORGE W.R. HILL H. WALTER SCOTT 


B.C. BOWEN HARRY A. CHASE 


Secretary 
ARTHUR D. ANDERSON 


Directors of the corporation, in addition to 
the above-named officers : 


A. C. PEARSON 
Harry A. CHASE 
Owen A. THOMAS 


HucGuH M. Bownn L. F. DuTTON 
CHARLES H. FURBER 


P. M. FAHRENDORF 
R. L. SEWARD 








Branch Offices: 


CHICAGO 
189 W. Madison St. 
CINCINNATI 
501 First Nat. Bank Bide. 


St. Louis 
1627 Locust St. 
ROCHESTER 
115 Ellwanger and Barry Bldg. 


BOSTON 
140 Federal St. 
PHILADELPHIA 
214 S. 12th St. 


SUBSCRIPTION RATES 
The subscription — of the Boor aNp SHok Recorper is $3.00 for one year, which includes 
ostage in the United States, its possessions and Canada. 
FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $10.00 per 
year including postage. 


All subscriptions are payable in adrame. 


Single copies 25 cents. 








4 request for change 7 address must reach ue at least thirty days before the date of tssue 


with which it is to take effect. 


through ny to send advance notice. With 


Duplicate copies cannot be sent to replace those undelivered 
your new address be sure also to send us 


the old one, inclosing tf possible your address label from a recent copy. 





Entered as second-class matter Sept. 19, 


oe. A. ‘st ™ A aed at New York, N. Y., under the act of 
rch 3, 


Member, Division of a 2 United a... Publichers, Inc., 


Audit Bureau of Circulations 


ember, Associated Business Papers, Inc. 
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Next Week 


you will find 
in the 


Boot and Shoe 
‘Recorder 


HAT will sell in May? A perti- 

nent subject for serious study 
right now, with Easter only four weeks 
distant. A multitude of factors, eco- 
nomics, fashion, merchandising neces- 
sity, determine the answer. Madame 
Hamilton Jeffries writes her observa- 
tions, summarizing the trends in ap- 
parel styles for coming months in their 
relation to footwear. Her analysis will 
help merchants to clarify their think- 
ing so as to avoid some possible pit- 
falls in buying late spring and early 
summer shoes. If you sell women’s 
shoes you'll surely want to read this 
article in the March 22 RECORDER. 


AAA 


N° less an authority than the Sur- 
geon General of the United States 
Public Health Service states that at 
least one-half of the adult population 
suffer with interdigital ringworm or 
“athlete’s foot.” So the shoe man gets 
a theme in shoes equivalent to what 
halitosis is to teeth. Who ever heard 
of an idle dentist? We tell the symp- 
tom-minded male public “a change of 
shoes and a care of feet.’”’ This issue 
also dedicated to Foot-Health Week, 
for in Springtime feet are at their 
worse—it’s for us to change 120,000,- 
000 customers into new shoes NOW. 

















PROTECTED 


AGAINST WET SIDEWALKS 
INVISIBLE MIDDLESOLE 
in your shoe bottoms will pre- 
vent moisture penetrating to the oF 
inner sole and protect the wearer 
against cold and dampness. 


Longer — more even wear plus much greater comfort are some of the other 
reasons for the ever increasing preference for this new scientific bottom filler— 
INVISIBLE MIDDLESOLE. 


BECKWITH MANUFACTURING CO. 


Largest manufacturers of Box Toes in the World 


STATLER BLDG., BOSTON 


Vol. 97, 
matter 
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